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OOK for this Trade Mark on the enamelware you 
L order and you will be sure to get the genuine 

“AGATE” NICKEL-STEEL WARE. It is very 
handsome in appearance, being double coated with a 
hard and glassy enamel, giving it a smooth, highly 
polished surface. The purity of the materials used in 
its composition, the excellency. of the workmanship, 
together with the finish and numerous shapes and de- 
signs are what has made “AGATE” NICKEL-STEEL 
WARE the fast, steady and profitable seller that it is. 
“AGATE” NICKEL-STEEL WARE is cuaranteed ab- 
solutely pure and safe to use for all kinds of culinary 
work. Altogether it is the cleanest, most durable and 
best ware for family use ever put on the market. It is 
strong and durable, yet light and convenient to handle. 
It will not break or solve. 


“AGATE”? NICKEL-STEEL WARE 


has been the standard for forty years. This is a mark 
of merit that makes its points of quality stand out 
stronger. All at a profit to you, Mr. Dealer. Serve 
your customers with the best. Write us today. Know 
more about why “AGATE” NICKEL-STEEL WARE 
leads the field. Let us show you why it is easy to sell. 
Our catalog has illustrations and descriptions of prac- 
tically every article in the culinary and kindred lines. 


Write today for our Catalogs and Prices 
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LALANCE & GROSJEAN MFG. CO. 


1900 South Clark Street, CHICAGO, ILLINOIS = 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. 56 and 57. 
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_RINGEN STOVE co. 


- DIV. OF AMERICAN STOVE CO. 


ST. LOUIS,MO. 














to the Dealer, because it is a Bonanza to the Consumer 
(saving him trouble and repair expense, making his fuel bills 
smaller and insuring easily controlled, uniform and healthful 


heat, ventilation and humidity throughout his house) the 


Steel 





Rear view 


ANK 


is, on its own merits alone, the most 
attractive Warm Air Furnace propo- 
sition on the market today. Its 
longer fire travel gets most heat from 
the fuel; it stays in order, is easily 
cleaned and has no direct draft to 
warp and buckle. 


Combine the two things—the best Warm Air Furnace on the market, 





Sectional front view 


Furnace 


Then we help the dealer who handles 
the FRONTRANE, by furnishing all 
sorts of “dealer helps,” and by a Na- 
tional Advertising Campaign in which 
we are spending thousands of dollars 
—one effect of which will be to make 


the FRONT RANE in greater demand. 


and the Service with which we are backing this furnace—and it is, ing home F8QNT 


indeed, “a regular Gold Mine” to the Dealer. 


Are you a member of the FRONT 


If not, write us for particulars. 


Haynes-Langenberg Manufacturing Co. 


ST. LOUIS, MO. prea. u. s. Pat. OFF. 
4 


4058 Forest Park Ave. 


is too hot for us. 


Club? 
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A SIGNIFICANT aspect of the annual report of the 
secretary of the Minnesota Retail Hardware Associa- 
tion to the convention of that body held 

Business this week in Duluth, Minnesota, is the 
Education. paragraph dealing with the College of 
Commerce of the University of Minne- 

sota. 
ness education for young men in the hardware trade. 


Emphasis is placed upon the necessity of busi- 


Experience has shown that many failures are due as 
much to lack of training as to purely financial causes. 
Merchandizing is a science and not a matter of guess 
Consequently its successful operation cannot be 
fundamental 


work, 
achieved without a knowledge of the 
laws which govern its practice. 

First and foremost, the merchant must know 
This necessitates a study of 


the 
goods he handles. the 
manufacturer’s catalogs and descriptive literature as 
well as of the general principles involved in the mate- 
Thus, for 
understand 


rial and construction of the commodities. 
example, the hardware should 
what is meant by high speed tool steel and be able to 
talk intelligently to his customers about its superiority 
[nfor- 


retailer 


over other grades of steel for certain purposes. 
mation concerning tools of this description does not 
come through some special and mysterious intuition. 
It must be acquired by the exercise of one’s intellect. 

Having obtained a knowledge of the goods in which 
he deals, the hardware merchant must next study the 
methods of salesmanship which will enable him to 
dispose of them at a reasonable profit. With this end 
in view, he should acquaint himself with the factors 
which influence the average customer in the purchase 
of a commodity. From the very beginning he must 
keep in mind the truth that human nature is basically 
the same in all people. Hence, he must first sell the 
goods to himself before selling them to others. That 
is to say, he must put himself in the customer's place 
and, by the use of imagination, endeavor to get an 
accurate estimate of the values of the various selling 
arguments which he employs. 

The difference between the ordinary, plodding 
retailer and the dealer who applies the science of mer- 
chandising in the conduct of his business is the dif- 
ference between incompetency and efficiency. Genuine 
salesmanship does not consist in merely delivering to 
a customer the article for which he asks. It implies 
service of a definite character in helping the customer 
to discover other things of which he is in need. To 
arouse and direct the buying impulse toward articles 
Which the customer subconsciously desires is a work 
Which requires enthusiasm and interest on the part of 


the salesman. He must, above all, be sincere, looking 
upon the customer as a fellow mortal whose wants he 
is trying to satisfy rather than as a victim to be tricked 
into parting with his money 

Salesmanship, however, is not the whole of busi- 
ness. 


suying stock is as important as selling goods. 


Intelligent buying calls for careful analysis of cus 


tomers’ needs, frequency of turn-over, and compara- 
Hoth 


buying and selling fall short of their purpose without 


tive merchandising values of standard brands. 


a proper accounting system with which to control 


them. This is so well understood that the subject of 
accounting system occupies a prominent place on the 
program of every convention of hardware retailers. 
It should, 
therefore, have the whole-hearted support of retailers’ 


lsusiness education includes all these things. 


associations everywhere, because it will increase our 


prosperity as a nation and, thus, redound to the benefit 
of all the people. 








A GooD MANY retailers are themselves to blame for 


the inroads the mail order houses have made into their 


local trade. They carry a good stock of 
Go After ‘Staples but refuse to place orders for 
The Trade special lines, merely sending in orders 


when a customer comes to the store and, 
because he cannot buy it anywhere else conveniently, 
requests the local merchant to order it for him. 

for 
But 
business for profit rather than to please 


In the eyes of many retailers it is “undignified” 


a merchant to solicit business outside his store. 
men are 
their personal whims. While sacrificing nothing in 
the way of self-respect it is the merchant's business 
to cater to his customers’ needs and to defend his in 
terests against the inroads of competitors by giving 
his customers the best possible service. 

by making it easy for the 


The mail order house, 


farmer and town resident to buy from a catalog, a 
picture of the goods being shown along with the price, 
provides a service for customers which must be ex- 
celled if the local merchant is to hold his own. And 
the local retailer can excel only by the introduction of 
new methods in his store—by extending the variety of 
goods he handles, by improved methods of advertising 
and display, and by getting out from behind the coun 
ter and creating rather than waiting for trade. 

Western city recently a salesman 
made a canvass of the sold 
$1,000 worth of aluminum kitchen ware in two weeks 


That he made the sales is plain evidence that the busi 


In a traveling 


residence section and 


ness was there, that the customers were 


willing to buy, 
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even from a stranger. If one of the local hardware- 
men had had enterprise enough to put in a stock of 
aluminum ware and sent a demonstrator or clerk out 
with samples he ought to have done even better than 
the stranger on account of his local standing and repu- 
tation. It is quite probable that one or more of the 
local hardwaremen had equally good aluminum ware 
in stock, but lost the business by neglecting to adopt 
modern methods of selling it. And it is also quite prob- 
able that these merchants joined in the protest against 
an outsider visiting the town and securing business 
they made no effort to secure. 

Another story with the same moral comes from a 
Western city where the hardware firms declined to put 
in stocks of leather belting. A harness firm then took 
up the agency and now does a tremendous business in 
belting. 

There are some lines that cannot be expected to 
sell themselves, and leather belting is one of them. 
Customers’ wants must be looked after and this can 
only be properly done by canvassing possible buyers 
and learning the class and size of material they use 
and are likely to be in want of at some time. It would 
be unwise to stock half a dozen sizes of belting if the 
local manufacturers use only two or three sizes, but 
unless the hardwareman or one of his staff calls regu- 
larly upon the local factory owners the business will 
be given to some outside salesman who has the neces- 
sary enterprise to go after the trade. 

sehind-the-counter-salesmanship is important, but 
not so essential as that which brings trade to the store, 
included in this being personal solicitation, newspaper 
advertising and window trimming. — 

It is easy for merchants to secure clerks who can 
sell a well advertised saw marked $1.50 for that price 
over the counter or to supply the wants of a customer 
who wants two packages of carpet tacks. It may be 
harder to find assistants who can write a good ad- 
vertisement, dress an attractive window, or show 
initiative in developing trade outside the store, but 
such salesmen can only be developed by giving them 
an opportunity to prove their ability. 

While the new year is yet young make up your mind 
to pay more attention to “outside salesmanship” and, 
by putting new ideas into practice, endeavor to 
“create” as well as “do” business. The man who waits 
for business to come to him in this strenuous age is 
likely to be allowed to be a good waiter. Take all the 
business that comes your way, but more will come if 
vou seek for it. 








A KNOWLEDGE of the proper ratio between costs and 
selling prices is indispensable to profitable retailing. 
Indeed, it may rightly be said that one- 


Importance half of the failures in business is due 
of Knowing 


* . o lack of precise < lear inf ati 
Cost Ratio. t a precise and clear information 


in this respect. Many retailers have no 
accurate idea of the elements which enter into the cost 
of operating their stores. 
never think of charging interest on the capital which 
they have invested in their business. Yet if they were 


Thus, for example, some 


under the necessity of borrowing that much capital 
with which to finance their stores, they would be 
obliged to pay interest upon it. 
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In a correctly devised cost-finding system interest 
upon capital invested should be charged to the expense 
zccount as a legitimate part of the overhead charges 
egainst the gross income. The only other way in 
which it can logically be handled is to establish a sink- 
ing fund for gradually paying off the principal, al- 
though many cost-finding experts do not sanction such 
All agree, however, that interest on 
the 


a procedure. 
invested capital is properly part of overhead 
expenses. 

Another item frequently overlooked in determining 
overhead expenses is the rental value of the store in 
ceses where the building is owned outright by the 
merchant. In order to figure his costs, such an owner 
should add thereto the actual sum which the building 
would command if it were rented to someone else. He 
is not justified in arguing that taxes plus a percentage 
for annual depreciation of the property are all that 
the building costs him. This kind of reasoning would 
be admissible if he were the only dealer in town and 
could arbitrarily fix the costs of doing business. 

Accounts which have many indications of being 
worthless or only a small fraction of which is likely 
to be paid within a reasonable time should be charged 
off at the end of the year and the actual net loss in- 
volved therein should be distributed in the overhead 
expenses through a period corresponding to the length 
of time during which such accounts have been carried 
on the books. In other words, when figuring what 
selling prices should be, these bad debts should be 
added to costs in order to determine the correct ratio 
of costs to selling prices. 

One result of setting the selling price at the invoice 
plus the operating expense—making due allowance for 
the varying cost of handling different classes of com- 
modities—is that the retailer knows where he stands 
with regard to the profits from his business. Accuracy 
takes the place of guess-work. He is, therefore, in a 
position to gauge his resources and to plan his buying 
with intelligence and sound judgment. With the pos 
session of distinct knowledge of his business goes 4 
self-reliance and sureness of his ground which make 
it possible for him to avoid the pitfalls of merchan 
dizing and to attain an income free from uncertainty 


and incumbrances. 


THE FEAR of losing business often clouds the judg 
\lmost imperceptibly, merchants acquire the 
the habit of giving long credits to cus- 
tomers who are heavy buyers and whose 
The retailer 


ment. 


Credit Is 
a Problem. rating is beyond question. 
argues in justification of his conduct that 
if he refuses long credit, his competitor will probably 
grant it and thus secure the business. Such a mer- 
chant does not seem to realize that the mere fact that 
a customer is well able to meet his obligations within 
a wide margin of solvency is the very reason why he 
should pav his bills promptly. 

3anking and merchandising are two different things. 
There is no reason why the retailer should perform 
the function of a banker to his customers, particularly 
in view of the fact that he cannot ordinarily collect 
interest on overdue accounts. Long credits are harm- 
ful to a business while they remain in the form of 
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open accounts, because they represent so much idle 
capital withdrawn from the resources of the store. 
Trade acceptances can very well be made to take the 
place of the haphazard system of long credits. The 
customer whose business is worth having will readily 
acquiesce in this form of credit accommodation when 
he understands what it means both to himself and to 
the merchant. 





NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 





RANDOM 








The whole purpose of business is to provide neces- 
sities in such abundance and with such saving of time 
as to give an increasingly wide margin of leisure in 
which to live our lives. Otherwise, business is mere 
slavery—a penitentiary sentence from where there is 
no parole nor any hope of freedom. 

* * * 

My friend S. R. Droescher of Cranford, New Jer- 
sey, familiarly known as “Bob the Razor Man,” told 
me this one: 

The motorist had lost his way on a country road. 
Hailing the first pedestrian he overtook, he asked the 
way to Blankville. 

“] don’t know as I can explain it very clearly,” re 
plied the pedestrian, “but if youll take me in your car 
I'll point it out to you as we go along.” 

“Good,” said the motorist. “Jump in.” 

“First off,” directed the pedestrian, as he took his 
seat in the car, “you drive straight ahead the way you 
are going for about two miles.” 

When the two miles had been traversed, he con 
tinued : -“Now, if you'll let me out here I can show 
you the rest of the way without going along. Just 
turn around and go back three miles and there you 
are.” 

“Why didn’t you tell me that in the first place in- 
stead of taking me two miles in the wrong direction ?” 
demanded the motorist. 

“I didn’t want to hurt your feelings right away by 
telling you you were going in the wrong direction,” 
replied the other, “and, besides, I live here.” 

Frank Baackes, vice-president and general sales 
manager American Steel & Wire Company, Chicago, 
Illinois, is a man who despises pretense of any sort. 
He illustrates his attitude with this story: 

Mrs. Newlyrich, by virtue of her husband's wealth, 
had obtained an invitation to a big dinner party, and 
as she was being piloted from drawing room to dining 
room she noticed a marble bust on one of the pillars in 
the hall. 

“Do you know who that is?” she inquired of her 
escort. 

“That is Marcus Aurelius,” was the answer. 

“Oh, is it, now?” ejaculated the lady from the 
States. “But can you tell me,” she added, promptly, 
“whether it is the present marquis or the late marquis ? 
I do get so mixed up with your dukes and things!” 

*K os Be 

A keen appreciation of humor is one of the attrac- 
tive virtues of my friend Harvey Manny of the Rob- 
inson Furnace Company, Chicago. When | met him 
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at the Convention of the Illinois Retail Hardware As 
sociation, he ironed the wrinkles out of my forehead 
with this choice bit: 

“He’s perfectly quiet, ladies,” remarked the livery- 
man to the two girls who were about to hire a horse 
and trap, “only you must take care to keep the rein oft 
his tail.” 

“We won't forget,” they replied. 

When they returned the liveryman inquired how 
they had got on. 

“Splendidly,” they exclaimed. ‘We had one rather 
sharp shower, but we took it in turns to hold the um 


brella over the horse’s tail, so there was no real 
danger.” 
* * * 
Writing from San Diego, California, my friend 


Thomas E. Henry of Henry Miller Foundry Com 
pany, Cleveland, Ohio, says that the California Build 
ing, left standing at the close of the Panama-Cali- 
fornia Exposition in San Diego, is now occupied by 
The 


grounds and building, he says, have been well kept up. 


soldiers for whom it makes an ideal barracks. 


My Old Guard friend, W. A. Chenoweth of the 
llenry Disston & Sons, Incorporated, of Philadelphia, 
passed through Chicago this week and paused long 
enough to call me on the ‘phone and speak a cheery 


greeting. 


My friend W. W. 
Sheet Metal Contractors’ Association of Chicago, is 
usually as busy as a one-armed paperhanger with the 
hives. But he always contrives to find time enough 
to bring a smile to the faces of his friends with such 


Rockwood, secretary of Allied 


stories as the following: 
“Any rags? 
he knocked at the suburban villa. 
The man of the house himself opened the door, 


Any old iron?” chanted the dealer as 


“No. Go away!” he snapped irritably. “There's 
nothing for you. My wife is away.” 
The itinerant merchant hesitated a moment, and 


then inquired: 


“Any old bottles ?” 
* 


With none of the excitement of the fray to fire thei 
imagination and no urge of actual conflict to lift their 
spirits to sustained heights of exaltation, the women 
who wait in an agony of doubt and fear have need of 
a courage beyond the reach of words. The searching 
pathos of their waiting is exquisitely phrased in these 


stanzas of Thomas Buchanan Read: 
The Courage of Those Who Wait. 
The maid who binds her warrior’s sash, 
With smile that well her pain dissembles, 
The while beneath her drooping lash 
One starry teardrop hangs and trembles, 
Though heaven alone records the tear, 
And fame shall never know her story, 
Hier heart has shed a drop as dear 
As eer bedewed the field of glory 


The mother who conceals her grief 

While to her breast her son she presses, 
Then breathes a few brave words and brief, 

Kissing the patriot brow she blesses, 
With no one but her secret God 

To know the pain that weighs upon het 
Sheds hol blood as e’er the sod 


Received on Freedom's tield of honor! 
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ASSERTS PORCELAIN ENAMELED COAL 
RANGE PLEASES HOUSEWIFE. 


Dealers who sell coal ranges know how particular 
and discriminating the housewife is in her buying. If 
the range does not present an attractive appearance, 
and if the housewife thinks that it will require a great 
deal of cleaning and polishing to keep it handsome, no 
amount of words, no matter how great, will convince 


her into buying. A coal range whose parts rust easily 
and which requires a great deal of labor on the part of 
the user is about as popular with the housewife as the 
German kaiser is with the American people. Beauty 
combined with efficiency and durability are features 
which are demanded by the trade. These are the very 
features which, according to the manufacturers, are 
embodied in the Quick Meal Porcelain Enameled Coal 
Range, which is manufactured by the Ringen Stove 
Company, Division of American Stove Company, 
Saint Louis, Missouri. 

It is claimed that years of careful work and pains- 
taking experiments were required to compound an 
enamel which would stand all tests of wear and tear as 
well as criticism in workmanship. However, it is said 
that the labor and effort consumed in the construction 
of the Quick Meal Coal Range are now being repaid 
by the popularity of the range. The company declares 
that the Quick Meal pleases the housewife because of 
its cleanliness, durability and handsome appearance. 
The enamel is guaranteed against cracking or scaling 
caused by the expansion and contraction of metals. 
Furthermore, there is no blacking or cleaning neces- 
sary, thus saving the housewife much work and worry. 
Full information regarding the Quick Meal Coal 
Range will be sent by the manufacturers upon request. 

e+ 


ACQUIRES PATENT RIGHTS ON STOVE. 


Under number 1,255,227, United States patent 
rights have been granted to Samuel V. Reeves, Had- 
donfield, New Jersey, for a stove described in the 


following : 





i] A stove having 
a front plate pro- 
vided with an oven 
door and_ super- 
posed doors at one 
side thereof, said 
plate having the 
same conformation 
on its top as on 
its bottom where- 
by the oven door 
is adapted without 

being disconnected from said front plate and without change 

to be reversed for a right or left arrangement of stove, the 
upper of said superposed doors forming without being dis- 
connected from said front plate the fire chamber door with 

a left arrangement of the stove and the ash pit door with a 

right arrangement of stove, and the lower of said super- 

posed doors forming with a left arrangement of the stove 
the ash pit door and with a right arrangement of the stove 
the fire chamber door. 


























STOVE MANUFACTURING COMPANY PLANS 
BIG FACTORY. 


On ten acres of ground at the intersection of the 
3elt Line and Union Avenue, St. Louis, Missouri, the 
Bridge and Beach Manufacturing Company, makers 
of “Superior” stoves and ranges, is planning to erect 
a new plant to handle the overflow of their business. 
The new buildings will employ between four hundred 
and six hundred workers and will add greatly to the 
present floor space of the Company. bridge and 
Beach Manufacturing Company is one of the oldest in 
the stove trade, having been established by Hudson E. 
Bridge in 1837 in a building at the southwest corner 
of the wharf and Valentine Streets, St. Louis, at a 
time when the city had a population of only fifteen 
thousand and no railroad entered the town. The Com- 
pany’s original home is a scene of interest. Embedded 
in the brick are iron plates showing the different high 
water marks of the Mississippi River in various his- 
toric floods. One of these indicates the high water 
mark for the year 1844, the highest stage ever reached 


in St. Louis. It is seven feet above the level of the 


sidewalk. 
OVEN THERMOMETER HELPS WOMEN IN 
THEIR BAKING. 


When we are dining away from home, and are par- 
ticularly pleased with some cake or pie which is served 
us, the first question we ask is, “Is it hcme made?” 
“Did you bake this yourself?’ When the answer ts 
in the affirmative there is always a touch of pride to it. 
Every woman is greatly pleased if her baking is ap- 
In fact, baking is a matter of great im- 
Many women 


preciated. 
portance in the life of the housewife. 
however, complain of poor luck in baking. This 1s 
due in most cases to an improper heat of the oven 
when the food is put in more than to any other cause. 
The best cooks say that no kind of food can be baked 
well without having the oven at the right heat when 
put in. But some 
women will ask, “How 
can | tell exactly when 
the oven is heated 
properly?” The answer 
is very simple. A good 
oven thermometer, 
such as, for example, 
the Cooper Oven Ther- 
mometer, shown in the 
accompanying illustra: 
tion, it is claimed, en- 
ables one to do all 
kinds of baking with certainty and exactness. It meas- 
ures heat just as a clock measures time. It is declared 


Cooper Oven Thermometer. 
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by the Cooper Oven Thermometer Company, Pequa- 
buck, Connecticut, the manufacturers, that this ther- 
mometer saves from ten to fifteen per cent of fuel 
with coal or wood stove, and from twenty to twenty- 
five per cent of gas, oil, or electricity. According to 
the manufacturers, this device will greatly increase 
the sales of dealers in stoves and ranges. Full in- 
formation may be obtained by writing to the manu- 
facturers. 


”* 


OFFERS STRONG SALES ARGUMENT. 





When the customer has examined the merchandise, 
says The Popular Storekeeper, and is apparently satis- 
fied with the style and quality, but believes that some- 
thing at a lower price will answer his purpose, there is 
usually a way to convince him that your goods will be 
the cheapest in the end. 


Here is a forceful argument for quality hardware, 
even though the price is higher than the customer in- 
tended to pay: ‘When they are new and bright, tools 
made of soft or poor steel look very much like tools 
of the best hardened steel, and it is only when you be- 
gin to use them that you discover the difference. 
“When you buy a pocket knife you want one with 
blades that will ‘take an edge’ and will stay sharp. You 
know that the handsomest handle is often fitted with 
a poorly-tempered, worthless blade. It is the same way 
with other hardware. These tools which I am show- 
ing you will give you real service, and will keep on 
giving you service long after cheaper tools would be 
thrown away.” 





WHO MAKES BRIGHTEST BEST COAL OIL 
HEATER ? 


To AMERICAN ARTISAN AND HARDWARE ReEcorD: 


Please let us know who makes the Brightest Best 


Coal Oil Heater. 
SUBSCRIBER. 
——, Oklahoma, February 18, 1918. 
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OBTAINS PATENT ON COMBINED GAS AND 
SOLID FUEL RANGE. 


George A. Tinnerman, Cleveland, Ohio, has been 
granted United States patent rights, under number 
1,255,353, for a combined gas and solid fuel range, 
described in the following: 


In a combined gas and 
solid fuel range, the com- 
bination with a fire box, 
of an oven,  inclosine 
spaced flue-walls from 
which the oven may be 
heated, an elongated re- 
movable gas burner po- 
sitioned above the bottom 
of the oven by which it 
may also be heated, a 
gas connection, a restrict- 
ed air duct positioned be- 
neath and of materially, 
less area than the burner. 
the same extending 
through the spaced flue- 
walls, and _ associated 
means for distributing air 
to the oven and adjacent 
to the extremities of the 
elongated burner, substantially as set forth. 
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ISSUES A NEW DECALOG FOR CLERKS. 





A prominent retail hardware dealer finds his busi- 
ness vastly improved since he issued a new decalog, 
or set of ten commandments, for the observance of his 
clerks. They contain the boiled down essence of wise 
merchandizing. Clerks and dealers alike would do 
well to obey them. Here they are: 

1. Don't lie. It wastes my time and yours. 
sure to catch you in the end, and that is the wrong end. 

2. Watch your work, not the clock. A long day’s 
work makes a long day short; and a short day’s work 
makes my face long. 

3. Give me more than | expect, and | will give you 
I can afford to increase your 


1 am 


more than you expect. 
pay if you increase my profits. 

4. You owe so much to yourself you can not afford 
to owe anybody else. Keep out of debt, or keep out 
of my shop. 

5. Dishonesty is never an accident. Good men, like 
good women, never see temptation when they meet it. 

6. Mind your own business, and in time you'll have 
a business of your own to mind, 

7. Don’t do anything here which hurts your self 
respect. An employe who is willing to steal for me is 
willing to steal from me. 

8. It is none of my business what you do at night. 
But if dissipation affects what you do the next day, 
and you do half as much as I demand, you'll last half 
as long as you hoped. 

9g. Don’t tell me what I'd like to hear, but what | 
ought to hear. I don’t want a valet to my vanity, but 
one for my dollars. 

10. Don't kick if I kick. 


recting you're worth while keeping. 


lf you're worth while cor- 
| don’t waste time 
cutting specks out of rotten apples. 


ee 


PROCURES PATENT FOR OIL BURNER. 


Lee S. Chadwick, East Cleveland, Ohio, assignor to 
The Cleveland Metal Products Company, Cleveland, 
Ohio, has obtained United States patent rights, under 
number 1,255,582, for an oil burner described here- 


with: 





\ burner of the class 
described comprising a 
pair of wick tubes, each 
having a ledge, a pair 
of perforated commin 


























Aa 
vling tubes arranged 
r to he supported one 
upon each of — said 
ledges, each ledge hav 
ing a flange rising 
lh p70 oo .¢ «€ tale 

73 0 © ee - Prom its edge remote 
se °0 Meee ° > 
12 i oe from the wick tube 
s oa 906 thereby to form a chan 

a st “on oye 
~ nel in which the lower 

— o 
s ¢ n “ og edge oft the respective 
, ‘ commingling tube 
ad “ 
rests, and a drum in 
y ~ =m =oO« : : 

- 1.255.582 losing the commin 


- vling tubes, said drum 
having an annular bottom the inner portion of which ex 
tends inward and upward in close proximity to and 
the ledge of the outer wick tube thereby to form a restricted 
air passageway between itself and such ledge 


above 





The road to success isn't a private right of way. If 
you are on it you've either got to go forward or step 
out of the way for somebody else. 











AMERICAN ARTISAN AND HARDWARE RECORD 








Kebruary 23, 1918. 











THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 











AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 50 to 55 inclusive. 








The Larned Tool and Die Company, Detroit, Mich- 
igan, has been incorporated with a capital of $15,000 
by William C. Weiske, Charles V. Ketts and H. J. 
Labean. 

The Enterprise Manufacturing Company, Philadel- 
phia, has awarded a contract for a foundry addition, 
costing $5,575, at its plant at Dauphin Street and Sus- 
quehanna Avenue. 

The E. I. du Pont de Nemours Company, Wilming- 
ton, Delaware, has started on preliminary work in con- 
nection with the $2,000,000 shell loading plant which 
it will erect at Penniman, Virginia. 

The Wilbur Manufacturing Company, Wallingford, 
Connecticut, has been incorporated with a capital stock 
of $50,000 to manufacture hardware. The incorpora- 
tors are John EF. Burghoff, John B. Wilks and Edward 
H. Slach. 


a oe 


NEW TRAPSHOOTING BOOK. 


SENDS OUT 


An attractive booklet entitled, ‘““Trapshooting Equip- 
ment For The Country Club,” has just been issued by 
the E. I. du Pont de Nemours and Company of Wil- 
mington, Delaware. It deals with trapshooting at 
country clubs, and the trapshooting facilities of many 
well known clubs are pictured. It is well printed, and 
each page contains a striking illustration. The double 
spread center pages contain a splendid picture of the 
Trapshooting Branch of the South Shore Country 
Club of Chicago, Illinois. The last few pages of the 
book consists of a complete buying guide for trap- 
shooting equipment. Everything needed for the sport 
is mentioned. Hardware dealers who desire to increase 
their profits by selling trapshooting equipment should 
write to the home office of the company at Wilmington, 


Delaware, for a copy of the book. 
—o-~-2—___ 


SIMONDS MANUFACTURING COMPANY 
GIVES OUT FINE CALENDAR. 





There is an inestimable amount of advertising value 
in the new calendar issued to the trade by the Sim- 
onds Manufacturing Company, manufacturers of 
saws, files, and knives. The calendar starts from Feb- 
ruary, 1918, and extends through January, 1919. Every 
page contains a large picture illustrating some article 
manufactured by the company. The illustrations are 
all very attractive. There is also on every page some 
advertising slogan such as “Simonds Saws Are at the 
Front,” “Cut the Cost of Cutting With Simonds 


Saws,” and the like. The calendar is large and the 
printing is very pleasing to the eye. 

The works of the Simonds Manufacturing Com- 
pany are located at Fitchburg, Massachusetts, and at 
Chicago, Illinois. The company has branch houses in 
the following cities: Lockport, New York; New York 
City; New Orleans, Louisiana; Memphis, Tennessee ; 
San Francisco, California; Portland, Oregon; Seattle, 
Washington; Montreal, Canada; Vancouver, Canada; 
and St. John, Canada. The calendar calls attention to 
the fact that hardware dealers will find it profitable 
to send for the Company’s latest catalog which gives 
full information regarding the different saws, knives 
and files made by the Simonds Manufacturing Com- 
pany. 


sem ——_—_ — 


COMING CONVENTIONS. 





South Dakota Retail Hardware Association, Mitchell, 
February 25, 26, 27, 28, 1918. F. J. Shepard, Secretary, 
Mitchell. 

Michigan Sheet Metal Contractors’ Association, Detroit, 
March 6, 7, 8, 1918. Frank E. Ederle, Secretary, Grand Rapids. 

Illinois Sheet Metal Contractors’ Association, Springfield, 
April 3, 4, 1918. D. M. Haines, Secretary, Chicago. 

National Association of Stove Manufacturers, New York 
City, May 8, 1918. T. J. Stephenson, Secretary, Hoosick Falls, 
New York. 

Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918. George H. 
Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

American Hardware Manufacturers’ Association, Tray- 
more Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Sheet Metal Contractors, Mik 
waukee, Wisconsin, June 11, 12, 13 and 14, 1918. Edwin L 
Seabrook, Secretary, Philadelphia, Pennsylvania. 

‘ National Warm Air Heating and Ventilating Associations, 
Milwaukee, Wisconsin, June 12, 1918. A. W. Williams, 


Secretary, Columbus, Ohio. 
- “*e- 


TIRE CARRIER IS PATENTED. 





A tire-carrier for automobiles has been invented by 
Andrew Christianson of Butler, Pennsylvania, for 
which he has been granted United States patent rights 
under Number 1,254,480. It is described as follows: 


A tire carrier 
comprising a Cif- 






2 #6 cular band hav- 

s ing a_ straight 

Ng bal lower portion, 

5 \\-8 brackets carried 

; 7r% thereby _ having 

: a\} : guides, locking 
, members in said 








inna guides, rods 
having right and 
ae left hand thread- 
. al ed ends engag- 
ing said locking 
members, and 2 
pin connecting 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








IS AWARDED HONORABLE MENTION FOR 
CLEVER WINDOW DISPLAY. 


It is a safe assertion to make that only blind people 
and reformers who are opposed to game-hunting 
passed by the Window Display arranged for Howell 


is attained by blending tan, brown, blue, and green 
At the bottom some ferns 
On the bal- 


with the blue background. 
are placed to give the effect of foliage. 
ance of the background are displayed hunting coats, 
In the middle of the 


vests, gun cases, and the like. 
background is a large gilded frame 44% by 6% feet. 























Window Display of Hunters’ Supp!'es Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD Window 


Display Competition. 
Brothers, Richmond, Virginia, by Robin A. Frayser, 
which is herewith reproduced, and which was award- 
ed Honorable Mention in AMERICAN ARTISAN AND 
HarpwarE Recorp Window Display Competition. 
It is remarkable for the strong idea 
with which all the articles of display are made 
to harmonize. The background of this window 
exhibit is of sky blue. At the top there is a scene of 
a marsh with ducks flying over it. The marsh effect 


central 


Arranged by Robin A. Frayser for Howell Brothers, Richmond, Virginia. 


In this frame is set a picture appropriate to the win- 
any efiort of 
imagination the desired message of hunting. The back 
Just in front 


dow exhibit, and conveying without 


is a drop with a marsh painted on it. 
of it are placed some artificial cat tails; and about 
six inches in front of the cat tails an artificial blind, 
behind which are the figures of a hunter and his dogs. 
On the sides and top of the frame foliage is fastened 
the frame is a shelf 


from the inside. In front of 
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covered with brown paper on which appropriate mer- 
chandise is displayed. The floor of this window is 
covered with moss, and several pieces of cork bark 
are placed in suitable locations. On the moss are 
shown various articles required for the convenience 
and comfort of huntsmen. On a placard in the center 
is a copy of the hunting laws of Virginia. In either 
side of the window was placed a large pillar covered 
with greenish looking wood-grained paper to resem- 
ble the trunk of a tree. From the valance downward 
foliage was also placed on the sides of the window. 
The entire effect of the color arrangement was in 
perfect keeping with the hunting display. No unre- 
lated articles were permitted in the exhibit. This 
window display was uncommonly successful as tested 
by the results of actual sales. 





FIRM REGISTERS TRADEMARK. 





Registration for the accompanying trademark has 
been granted by the United States Patent Office, under 
Number 98,931, 
PENNSYLVANIA osoTRIQ to Pennsylvania 
Lawn Mower 
Works, Philadelphia, Pennsylvania. The particular 
description of goods is lawn mowers. The company 
claims use continuously in its business and in the busi- 
ness of its predecessors, the word “Pennsylvania” in 
the business of its predecessors, John Braun and John 
Braun & Sons, since January, 1878, and the word 
“Trio,” in association with the word “Pennsylvania,” 
in the business of its predecessor, John Braun & Sons, 
since May, 1916. 


ee ———— 


SPECIALIZE OR GENERALIZE. 


To AMERICAN ARTISAN AND HARDWARE RecorpD: 

Your editorial in AMERICAN ArtTISAN of January 
20th on “Side Lines” is broadening out from the 
course laid down a few years ago regarding mer- 
chants carrying mixed lines of merchandise. 

In those days the hardware dealers were shouting 
themselves hoarse because the lumber yards carried 
builder’s hardware and mixed paint and the druggist 
carried fishing tackle, hammocks, baseball supplies 
and cutlery. One wholesale grocer was nearly torn 
to pieces because he added table cutlery and tinware 
which resulted in his developing into a full fledged 
hardware jobber. During this controversy no class 
of merchants were more active in adding “Side Lines” 
than the hardware merchant; even in those days 
various lines were quite general, varying according-to 
the location from agricultural machinery, harnesses 
and seeds to crockery, jewelry and diamonds and this, 
is, | believe, as it should be. 

Has it not been largely brought about by the big 
jobbers continually adding to their lines goods which 
were entirely foreign to hardware, such as lamps and 
causing jobbers in other lines to “dip into” hardware, 
starting with cutlery, tinware, etc. ? 

Going back of the distributor to the manufacturer, 
are not they 





especially the larger ones—generalizing ? 
The du Pont Powder Company commenced with pow- 
der 106 years ago and added all kinds of explosives 
and sundries that go therewith and kept on adding— 
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under separate companies in order not to violate the 
Sherman anti-trust law because they are perfectly 
fair and honorable in their methods—until today un- 
der “du Pont American industries” they are the 
world’s largest producers of various articles which 
the layman would in no wise connect with powder. 
Among the articles might be mentioned celluloid col- 
lars, fabrikoid—a substitute for leather—paints, oils 
and varnishes, fairfield cloth, ether, alum, saltpeter, 
wood pulp, tar distillates, dyes and dye-stuffs in greater 
quantities and of far better quality than Germany 
ever dreamed of and last but not least, sulphuric acid 
—the basis of all chemical industry—for its influence 
is felt directly or indirectly in practically every major 
operation from the preparation of agricultural fer- 
tilizers to the compounding of the most delicate colors. 

The catalog house and large department stores 
carry nearly everything that is wanted by man or 
beast. Hence, with the world’s largest manufacturers 
and distributors generalizing, is it not up to the smaller 
distributor to “take on” everything that can be profit- 
ably and judiciously handled and that his capital will 
permit? But each store must decide which “side 
line” is wise to add, for in some of the smaller towns 
a small item might cause another store to retaliate 
and more would be lost than gained by the added line. 

Different sections of the country vary widely in 
stocks carried. For instance: “In New England the 
hardware store rarely carries stoves or tinware. The 
furniture stores sell most of the stoves and the gen- 
eral stores the tinware and the plumber looks after the 
warm air heaters, steam heat and plumbing, while in 
the Middle West the up-to-date hardware man sells 
not only hardware, stoves and tin-ware but generally 
looks after the plumbing and many are carrying har- 
nesses, robes, and, in the north, fur coats, as well as 
Instead of concentrating their lines 





paints and oils. 
they are adding to them as fast as their capital will 
permit. If a hardware man adds harnesses, baby car- 
riages and crockery, he must not complain if the gro- 
cer adds tin-ware or granite ware or the druggist 
adds fishing tackle. 

If I read the sign of the times aright, the tendency 
is to generalize, or as your editorial advises, add “side 
lines.” F, E. Muzzy. 
Springfield, Mass., Feb. 17, 1918. 





ADDRESS OF ACME ARMS COMPANY. 





To AMERICAN ARTISAN AND HARDWARE RECORD: 
I would like to know where the Acme Arms Com- 
pany is located as I want repairs for their shot guns. 
SUBSCRIBER. 
———., lowa, February 19, 1918. 





IS GRANTED TRADEMARK REGISTRATION. 


Under Number 106,195 registration in the United 
States Patent office has been granted to Crew Levick 
Company of Philadelphia, 
Pennsylvania for the trade- 
mark shown in the accom- 
panying illustration. The particular description of 
goods is: Glare-eliminating devices for headlights, 
in the nature of refractors. 
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Unity of Spirit Marks Convention of Illinois 
Retail Hardware Association 














Evidence of the most conclusive kind in proof of 
the practical advantages of organization was furnished 
by the Twenty-first Annual Convention of the Illinois 
Retail Hardware Association which took place in Chi- 
cago, February 19, 20 and 21, 1918, in the Louis XVI 
Room of the Hotel Sherman. The most distinct im- 
pression conveyed to the observer was that of one big 
family working in complete harmony of spirit for the 
common good. Dealers who are competitors in their 
home town met in the convention as brothers interested 
in one another's affairs and problems. Whatever may 
have been their local differences, no matter how diverg- 





James P. Brown, 
Retiring President, Illinois Retail Hardware Association. 


ent their opinions in matters of individual merchandis- 
ing, they were able through the unifying power of or- 
ganization to meet upon terms of mutual respect and 
helpfulness. Throughout the sessions of the conven- 
tion this sense of basic community of interests in spite 
of competing business, was strongly expressed both in 
the formal speeches and in the talk between sessions 
among the various members. 
Tuesday, February 19, 1918. 

The Louis XVI Room of Hotel Sherman was decor- 
ated with large United States flags; and to the right 
of the speaker’s rostrum was a huge service flag of the 
Illinois Retail Hardware Association, bearing ninety- 
three stars, symbolic of the members who are now in 
the ranks of the Army and Navy pledged to give their 
lives if need be to the sacred cause of liberty. A touch 
of daintiness was added to the gathering by the pres- 
ence here and there throughout the assembly of ladies 
wearing flowers whose color relieved the monotony 
of the more somber masculine array. 


After an invocation by T. J. Mathews of Mount 
Vernon, a very charming ceremony opened the conven- 
tion. Harry G. Cormick of Centralia, gave a gavel to 
James P. Brown, president of the Illinois Retail Hard- 
ware Association in the name of the membership. His 
speech of presentation rang with patriotism. He de- 
clared that there is no room in this country for any one 
who is not in full harmony with the principles of dem- 


-ocracy. He insisted that every citizen must be whole and 


undivided in his allegiance to the Constitution of the 
United States, and that there is only one kind of citi- 
zenship—American to the core. He said that upon the 
deliberations of the body then in session depended a 
proportion of the ultimate victory of our country. In 
handing the gavel to President James P. Brown, he 
counseled him to use it during the deliberations of the 
Convention with firmness, patience, kindliness, and 
sincerity. 

The annual address of James P. Brown, president 
of the Illinois Retail Hardware Association, was re 
plete with practical advice and sane optimism. His 
text in full is herewith reproduced: 

Annual Address of James P. Brown, President Illinois 
Retail Hardware Association, February 19, 1918. 


We are assembled this morning in our Twenty-first An 
nual Convention, and, this being true, we are now of legal age 
and should be entitled to all the rights and privileges accruing 
to one who has reached that mature age. In commemorating 
this event it is fitting that a brief resume of our history should 
be given. Our records show that the Illinois Retail Hardware 
Association had its inception at a small meeting of hardware 
men held in Chicago, May 26, 1899, at which time it was 
decided to call another meeting for August 16, 1899, for the 
purpose of organization. This meeting was held, the organ 
ization perfected, officers elected and we started out upon our 
Association work with a charter membership of fifty-five. It 
is interesting to note that of this original membership, thirty 
firms are still in existence anc twenty-eight of these are 
members at this time. 

Refers to Hardware Ploneers. 

Reviewing what has been accomplished and giving credit 
for the wisdom and foresight and the motives that prompted 
them to act, it seems that the little group of hardware 
pioneers, who held the first meeting in Chicago and launched 
our Association builded better than they knew and have 
seen our Association grow into usefulness and obtain results 
far beyond their fondest hopes. As I write | am looking 
into the faces of “those three of our ancient brethren who 
formed the first Grand Council” and presided over out 
destinies from 1899 to 1904, namely, Z. T. Miller, Harry G 
Cormick and Chas. H. Williams. The latter two are still 
with us and active and valued members 

Says I!Iinols Association ts Largest of All. 

We are now, and have been for some years 
ranking State Association in point of membership and I feel 
that, measured by the things accomplished for our own im 
provement in particular and the trade in general, that we 
occupy the same relative position in that direction also. If 
vou were asked what has been our most important accom- 
plishment what would be your reply? It would seem that 
when we established our home office at Elgin and employed 
a regular secretary that could give his undivided time and 
attention to Association work, this was the real great acom- 
plishment and was, of course, the result of our previous work 
and efforts. 


past, the 


Realization of ideals is Siow. 
Speaking of previous efforts, did you ever observe that in 
the realization of our ideals and the final adoption of the 
most needed reforms, what great expenditure of time and 
effort is necessary? It sometimes seems that the more urgent 
and obvious the necessity for doing these things the longey 
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“the grist is in the mills of the gods,” who seem to take 
special delight in grinding slowly. This is either a sad 
commentary on the inertia of human activity or it is one of 
those so-called perversities of fate and neither should have a 
place in this age of progress. Our Home Office has done 
much to crystallize previous efforts. It gives us a dependable 
central point from which our membership can receive needed 
trade information at regular intervdls. In fact, it is a clear- 
ing house for the distribution of such helpful knowledge as 
the successful conduct of a modern business demands and 
the fact that it is in close touch with the National Office 
adds very materially to its usefulness and value. The estab- 
lishment of Freight Traffic and Insurance Departments are 
but the natural and logical development of the Home Office 
and we are justified in the belief that these are only the 
forerunners of bigger and better things, that will come to us 
from this source through our Association work. 
Valuable Results from Association Work. 

Those then are-but a brief mention of a few of the more 
important results and we confidently believe that we have 
now arrived at a time in Association activity when the im- 
mediate future has much that will be released to us for the 
betterment of our business. The fact that most of the states 
have Hardware and other business associations and that 
these in turn are affiliated with a National body; that asso- 
ciation effort has awakened an interest in such other large 
and important bodies as the Chamber of Commerce of the 
United States of America of which our Association is an 





Charles Arnold, 
Retiring Treasurer, Illinois Retail Hardware Association. 


affliated member; that the great Universities and Colleges 
are establishing Departments and Bureaus for the scientific 
research work of business problems, which include the 
economic distribution of merchandise and the elimination of 
waste in connection therewith and the proper accounting 
systems for our business, that are practical, simple and 
essential. These and many others are but the material 
evidence that verifies the assertion made above. There seems 
to be no limit to the good we may accomplish through as- 
sociation effort and it is up to us to secure it with the 
utmost dispatch to the end that we ourselves may realize the 
benefits and not put it off for future generations. It is all 
right to be a benevolent pioneer and blaze a path for the 
future but we are certainly also interested in the present so 
let us get busy and realize. 
Advocates Shorter Business Hours. 

The speaker has always been an advocate and believer in 
shorter business hours and the first of this year gave us an 
opportunity to realize. Owing to the unusual conditions 
existing throughout the country the hardware and furniture 
stores of this city agreed to the following schedule: Open 
at 8:00 o’clock and close at 5:00 p. m., excepting that upon 
pay nights and Saturday nights we would close at 7:00 
o'clock, during the months of January and February. We 
adopted this before the Heatless Monday was promulgated 
so that when this measure came it only strengthened our 
position. Our change of business hours has been in success- 
ful operation, so far as our customers are concerned, and 
has proven eminently satisfactory to the merchants and we 
‘mlay make it a permanent schedule at the expiration of the 








period. This brings us to the query: If the Eight Hour 
days are good for the Government and the large industrial 
concerns why don’t the retail merchants adopt it. If we are 
unable to get all the other retail lines to agree to it now, let 
us have the hardware dealers of the United States set the 
pace and show them the way to better business methods in 
this direction. There is no argument against the proposition, 
if it is universal, and we certainly need the time off to get 
acquainted with our families and the rest of the world. This 
can not be considered as a radical and impossible move and 
once adopted and put into practical and continuous operation 
we will all wonder why it has been put off so long. I know 
that there will be hardware dealers in many places who will 
say that it is a good thing*but it could not be adopted in 
their particular locality, but this year has proven the falsity 
of such an argument, and it can be adopted with universal 
good results, if we only say the word and then act. 
Suggests Distinctive Color for Hardware Stores. 

In keeping with progress why not have the hardware 
dealers adopt a certain color to be known as the hardware 
color, for instance orange, and then carry out the idea by 
painting our stores in this color so that “he who runs may 
read” and whenever they see an orange front they will know 
there is a stock of hardware behind it. 

Favors Use of Trade Acceptances. 

Trade Acceptances are here on one side of us—the 
jobbers’ and manufacturers’ side—why not go a step farther 
and use this idea in our credit transactions with our retail! 
customers. One manufacturer writes us that “for the reason 
that the vast amount of capital now locked up or ‘frozen’ in 
open book accounts would then become liquid and be added 
to the other cash resources available for the conduct of the 
business of the country.” It is quite evident that every 
“frozen” dollar our friends are carrying the retailers can 
show them two and we certainly should take advantage of 
the melting or liquefying process ourselves. It can be done 
and all that would be necessary would be to change our 
regular charge sales to a trade acceptance, issue them in 
duplicate for each transaction and give our customer a copy 
after he has signed the same. Then at the end of the month, 
or other settlement time agreed upon, you would have trade 
acceptances for the goods sold, which would surely be much 
more acceptable than an open book account. 

Approves “‘Cash and Carry” Plan. 

We are hearing of another new trade measure, the “Cash 
and Carry” or “Charge and Delivery” plan. This means that 
those who pay cash and carry home their purchases should 
be placed on a preferred list and receive the best spot cash 
price while those who have goods charged should pay an 
advance over this price and if delivered should yet pay 
another advance, making a total of from 6 per cent to 1 per 
cent over the spot cash price and our Government is en- 
couraging this as it is a conserving measure. 

Mentions Benefits of Trade Journals. 

There are many ways to improve our conditions and they 
are being constantly exploited in the Trade Papers and those 
that apply to our own needs should be adopted. Call upon 
vour Home Office and the Price and Service Bureau for any 
other special services that you may require, with the double 
assurance of promptness and dependability. 

Let all of us get imbued with the idea that what we 
most desire now is action and net results; that we are now 
well past the theoretical stage and that a lot of well meaning 
resolutions are worthless until applicd to our own needs, and 
then converted into the coin of the realm. The number of 
good hardware dealers in this state, not yet members of our 
Association, is constantly growing less. Whenever you meet 
one of them appoint yourself a committee of one to enlighten 
him as to what he is missing, so that he will forthwith have 
the desire to join. When he has done so and received the 
rights and privileges he will assuredly put you on his list of 
practical friends. 

Calis Attention to Illinois Centennial. 

There is an important event to be commemorated this year, 
the Centennial Anniversary of the admission of the great 
State of Illinois into the union. This is indeed an epoch 
which we as loyal citizens are justly proud; for we know 
that when history records the last word in the achievements 
of our state during its first Century it will show that we are 
entitled to a place in the front rank of those other great 
units, that compose these grand and glorious United States. 
Celebrations at the State Capitol, from Lincoln’s Birthday, 
February 12th, down to December 3rd, have been provided 
for and no doubt many of us will attend. 

Advocates Water-Way Legislation. 

In connection with the growth and development o: our 
State why would not it be a good plan for every member of 
our Association to look into the present status of the Bill 
that was passed by our legislature in 1908 which provided for 
the issuing of $20,000,000 in bonds for a proposed water-way 
from the Lakes to the head of the Illinois River? This 
measure has been in the courts most of the time but, the 
State Supreme Court in February, 1917, gave its decision 
holding that the proposed water-way was of a character for 
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which bonds might legally be issued. The legislature, how- 
ever, has up to this time taken no further action. Have you 
ever thought what the development of this plan would mean 
to us? It would mean that the development of this latent 
water power would attract a great number of large industrial 
plants to our state and you know what these added industries 
would mean to every citizen. Let us all get behind this and 
see if we can not get this great improvement once more 
started on its way to a successful termination. 


Speaks of Our Duty to Win the War. 


And now after a résumé of our own Association affairs 
I can not close without giving expression to that which is 
uppermost in all of our thoughts—our country at war. Many 
and great are the events that have happened since our last 
adjournment. We have been irresistably drawn into this 
great world war, but we have the supreme satisfaction of 
knowing that this happened only after we had exhausted 
every recourse at our command, during a period extending 
over three years, and that we could not have remained neutral 
or inactive longer with honor. We know that having once 
entered upon the stupendous task of “making the world safe 
for democracy” that we gave to the world a statement of 
war aims that stands unparalleled for unselfish devotion to 
the world’s democracy. We are in it to win, and our cause 
being just, nothing can prevent. It is the duty of every true 
American to strengthen and support our government by- every 
thought, word and deed, hoping ever and praying always for 
the advent of that glorious day when “the Mountain of the 
Lord’s House shall be established in the top of the moun- 
tains,” when “swords shall be beaten into plowshares and 
spears into pruning hooks,” when “nation shall not lift up 
sword against nation, neither shall they learn war any 
more,” when the reign of the Blessed Emanuel, the Prince 
of Peace, the Great Captain of our Salvation, shall become 
universal and eternal. 


At the close of his annual message, President James 
P. Brown made announcement of the various commit- 
tees which he had appointed for the work of the con- 
vention. The personnel of these committees was de- 
termined upon only after much deliberation. In a 
membership which numbers so many highly trained 


and intelligent men it was difficult to make selections. 
Committee on Resolutions. 
Grant W. Porter, Chicago, Chairman, 
Homer Hott, Findlay, 
Charles H. Williams, Streator, 
H. L. Sweetnam, Armington, 
George D. H. Paul, Mt. Carroll. 
Committee on Location. 
W. B. Costello, Chairman, Chairman, 
E. E. Johnson, Peoria, 
J. A. Scanlon, East St. Louis, 
Representing the firm of George Lotz Company, 
M. Fahay, Decatur, 
Fred P. Schlitt, Springfield, 
Charles W. Woizeski, Bloomington. 
Committee on Suggestions. 
George B. Edwards, Mendota, Chairman, 
Julius Nolting, Elgin, 
C. D. Heiser, Goodfield, 
R. J. Jessop, Fairfield, 
C. F. Burns, Chatsworth. 
Committee on Memoriam. 
T. J. Mathews, Mt. Vernon, Chairman, 
William Bittel, Peoria, 
J. FE. Voorhees, Bushnell. 
Nominating Committee. 
Fred Ruhling, Chicago, Chairman, 
Harry G. Cormick, Centralia, 
John Schuberth, Chicago, 
U. T. Anderson, Sycamore, 
C. N. Nelson, Moline, 
Charles Johnson, Peoria, 
A. E. Marcotte, Kankakee, 
vill Mr. Graham of Graham Hardware Company, Jackson- 
ille, 
Fred Geissing, East St. Louis. 
Committee or Press. 
Leon D. Nish, Elgin, 
R. Y. Wallace, Elgin, 
Charles H. Robinson, Springfield. 
‘ Committee on Auditing. 
Charles Kruse, Richmond, 
C. A. Anderson, De Kalb. 


After the announcement of committees, Leon D. Nish, 
secretary of the Illinois Retail Hardware Association, 
read his annual report to the convention, as follows: 


AMERICAN ARTISAN AND HARDWARE RECORD 





Annual Report of L. D. Nish, Secretary Illinois Retail 
Hardware Association, February 19, 1918. 


The Secretary will but briefly cover some of the Asso- 
ciation’s activities during the year 1917. The correspondence 
from our members indicates a keener appreciation of the 
necessity of being fully alive to the every angle of the hard- 
ware business. The response for specific co-operation on 
the part of our membership both with the National and 
State offices has never been equaled in the history of our 
Association. The requests for information were double 
that of any previous year. 

Members Are Attuned to Spirit of the Times. 

The watchfulness, the kind of inquiries and the num- 
ber, all indicate that our members are attuned to the spirit 
of the times. From Cairo to Galena and Danville to Quincy 
throughout the length and breadth of Illinois the hardware 
men are found foremost in patriotic movements. I believe 
it was that spirit of patriotism, that spirit of loyalty to the 
home community, that spirit of devotion to the retail hard- 
ware business, that was awakened when our National Asso- 
ciation announced the completion of a workable account- 
ing system for our members, for inquiry came from every 
part of the State. 

Says Accounting System Is Necessary. 

For how can we as retail hardware merchants serve 
our country best, our community best, our business 
best, without first knowing “where we are at” in_ busi- 














Leon D. Nish, 
Re-elected Secretary of Illinois Retail Hardware Association 
and Also of Hardware Underwriters. 


ness at all times. The imquiries for an _ accounting 
system did not indicate that the inquirers did not have some 
method of their own, but indicated a desire to perfect and 
shorten, so as to give the required information with less 
labor. 

Lack of System Is a Detriment to Business. 

To you men who have dependable accounting systems 
it is very much to your interest and the interest of your 
community that your competitor have a system that tells 
him “where he’s at” for those foolish moves of men in bust- 
ness can only be accounted for because of their want of a 
system that would inform them “where he’s at.” The com- 
munities’ interest in having retail merchants who know how 
they stand comes from the fact that they are the buyers in 
their several lines of trade for that community, and the com- 
munity which has men in business with different accounting 
systems has inefficient buyers for that community and that 
community suffers. 

Mentions Freight Auditing Department. 

The Price and Service Bureau of the National Associa- 
tion which might more properly be termed an information 
bureau, has been very much used by our membership, in 
fact the last report from the National office indicated that 
Illinois led all the States in using this department of the Na- 
tional. Our Freight Traffic department has not done quite 
the volume of auditing of freight bills in 1917 as in 1916 
for the reason that our members did not send in the bills 
for audit. The Traffic department can give you real service 
if you will but furnish the material. Collection of claims 
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from the railroads have been slow, the delay no doubt due 
to the shortage of expert help to take care of going over 
the claims. Mr. Hurd, our Traffic Manager, never misses 
an opportunity to give special service beyond the collection 
of over-charges as the individual letters to you members 
will testify. The collecting of a single claim at times 
necessitates dozens of letters and finally the taking of the 
claim to the Inter-State Commerce Commission. At least 
once a month a bulletin has been sent from the Elgin office 
in an effort to keep you in touch with the office. 
Officers Have Worked in Unison. 

The Board of Directors and officers have held regular 
meetings directing the activities of the home office and the 
Secretary desires at this time to acknowledge the cordial 
co-operation of President James P. Brown, the other officers 
and members of the Board of Directors. The receipts of 
the Secretary are as follows: 

Pt EN NO es sues nakedueko ue aleal $5,037.97 
From Traffic Department—Exhibits—Miscellaneous. 1,897.09 





Total receipts paid to treasurer................ $6,935.06 
ee II, iy. bode aes oo acoso san ake $7,065.36 


Cash in the hands of Treasurer C. E. Arnold, Jan- 


ON one Ree awe Asal has BAe aate ae $ 444.30 
Turned over to Treasurer by Secretary............. 6,935.60 
I erties ated See MaKe alee 7,379.36 
ie SN NI ig kos ee excess csu densa 7,065.36 


Cash in the hands of Treasurer January 1, 1918....$ 314.00 





Rebert Y. Wallace, 
Re-elected Assistant Secretary, Illinois Retail Hardware 
Association. 


Gives Statistics of Membership. 

Our membership total is about what it was last year on 
January 1—1,311—with 204 new members added, but have 
lost 197, or a net gain of seven. The losses have been as 
follows : Three deaths, 8&8 sold out, 27 change in name, 1 re- 
signed and 7s dropped for non-response. Several of our 
members between the ages of 21 and 31 have had to dispose 
of their business because of being called to the colors and 
a star represents them in the service flag that hangs in this 
convention room. 

Service Flag Has 93 Stars. 

In addition to the active members of our Association 
being called, came from all parts of the State names of sons 
of members and valued employes, who also are each repre- 
sented by a star in the service flag. Ninety-three have been 
reported and no doubt more will be reported and we in con- 
vention assembled give all honor to these men who are mak- 
ing the “supreme sacrfice” for our institutions, our Govern- 
ment, and for us. 


The afternoon session which began at two o'clock, 
Tuesday, February 19, 1918, was devoted to discus- 
sion of problems derived from the Question Box which 
was presided over by C. T. Woodward of Carlinsville. 
At four o'clock the same afternoon was held a meet- 
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ing of subscribers, Hardware Underwriters which was 
called to order by the chairman, C. T. Woodward. In- 
asmuch as this body is composed exclusively of hard- 
ware dealers and inasmuch also as its chief patrons are 
the members of the Illinois Retail Hardware Associa- 
tion, it is considered an integral part of that Associa- 
tion. Therefore, its meeting was held as part of the 
convention of the main organization. Consequently, 
its report is herewith reprinted as properly belonging 
to the account of the convention of the Illinois Retail 
Hardware Association. 


Report of Advisory Committee at Hardware Under- 
writers, Elgin, Illinois. 


The Advisory Committee of Subscribers to Hardware 
Underwriters are pleased to present to the Subscribers the re- 
port for the year ending December 31st, 1917. The amount 
of insurance in force cn the first day of January, 1918, was 
four million, one hundred fifty thousand, two hundred one 
dollars, an increase of nearly one and one-half million of 
the amount in force one year ago. 


Loss Ratio Has Decreased. 


Notwithstanding this fine increase in the amount of in- 
surance in force, the loss ratio has decreased. The loss ratio 
to January Ist, one year ago, was 25%, while the loss 
ratio to January Ist, 1918, was 23%, showing a very healthy 
condition in this fine growth. At the quarterly meeting 
of the Advisory Committee in April, 1917, arrangements 
were made for a complete audit of the books and accounts 
of Subscribers at Hardware Underwriters by Smith & Brodie, 
Certified Public Accountants, and such audit was made as 
of May 3lst, 1917, and again in November, 1917, and in 
January, 1918, bringing the audit down to January Ist, 1918, 
from the beginning of business July Ist, 1912. 

Audit of Hardware Underwriters, Elgin, Illinois, at Close of 
Business December 31, 1917. 


January 1, 1917— 


ee ae $2,787,644 .29 
December 31, 1917— 
ee ee $4,150,201.57 
ASSETS AND LIABILITIES, [ECEMPER 31, 1917. 
Assets— 
ee ee OE SO eho kscenavecewannsd $23,556.25 
Ce Oe SOUS 5. 5 os cacxerinnscnauseces 10,655.88 
ls at eae haenie 30,900.00 


Subscribers’ Net Deposits in Course of Collection 2,662.29 


$66,874.42 

Liabilities— 
eT ey ee a re $ 1,431.44 
Losses in Process of Adjustment ............. 100.06 
Surplus to Credit of Subscribers .... 65,342.98 
$66,874.42 
Income and Expenditure, July 1, 1912, to December 31, 1917. 


Income— 

Gross Deposits for E & G Fund ............. $177,608.56 

Re I RIOIODS o6.v.i:n antics napacwie cctececdvn 18,034.41 

og Ee ne oe ee ee ee $159,574.14 

Surplus and Reserve Paid in ................ 9,935.14 

NE a Gha tera ERD waar cone te aka Ree eee 2 534.01 
$172,043.30 

le be $41,481.47 


SE IE gy cease es dcnwe cs aves 5,934.06 


Losses in Process of Adjusting..... 100.00 $36,047.41 


Expense Adjusting Loss .................... 23.02 
ESSERE Se TCE $14,180.15 
Less Returned Premiums and Divi- 

RE, Pee ai a dVecuwen wr eiaen 2,207.68 11,972.47 
Administrative Expense ...................-- 32 676.33 
Advisory Committee Expense ...............-. 647.92 
eee ind atawaneidukawwes 262.50 
See Tae GE LACCORS ooccn ccc cccesccsces 266.05 
Inspection and Rating Bureaus ............... 329.35 
ee eee 100.00 
dC eeeeaweuuns 29.85 
Ee 170.82 

$233,325.72 

Net Income or Saving to Subscribers ....... $88,717.58 

Deduct Savings Returned to Subscribers...... 93,374.60 
Surplus to Credit of Subscribers December 31, 

7 $655,342.98 


ee re i Rs ay 
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We have made a thorough examination of the accounts and 
records of subscribers at Hardware Underwriters, and hereby 
certify that the above statement of Income and Expenditure is 
a true and correct record of the transactions of said Under- 
writers from July 1, 1912, to December 31, 1917; and that the 
above statement of Assets and Liabilities is a true presenta- 
tion of the financial condition of said Underwriters at De- 
cember 31, 1917. SmitH & Bropie, 

Certified Public Accountants. 

January 28, 1918. ° 

Accounts Balance to a Penny. 

The Committee desires at this time to bring to the at- 
tention the fact which developed from the audit, that while 
the auditors made suggestions as to handling some features 
of the system to lessen the work, yet the financial transac- 
tions covering a period of five and one-half years did not 
show a discrepancy of even one penny, which speaks volumes 
for the efficient force under Manager L. D. Nish. 

Funds Safely Invested. 

As indicated in the financial statement by the auditors, 
we have $30,000.00 in United States Liberty Loan Bonds, 
$5,000.00 Certificates of Deposit in First Trust and Savings 
3ank, Chicago, $5,000.00 in Home Trust and Savings Bank 
of Elgin and $655.88 in small amounts in a number of ap- 
proved National banks, and $23,299.34 on deposit in the Home 
National Bank of Elgin, and cash in office $256.91. 

Favors Liberty Loan Bonds. 

At the time of the first Liberty Loan, members of the 
Advisory Committee suggested that possibly many of our 
members would be glad to build up their Surplus & Reserve 
account at Hardware Underwriters, with the understanding 
that the aggregated amounts of all the Subscribers’ pay- 
ments at that time to their Surplus & Reserve be put in 
United States Liberty Loan Bonds, and $10,000.00 was paid 
in and Bonds purchased, which are held in trust by the Ad- 
visory Committee as Trustee. By paying up the individual 
Surplus & Reserve, those policy holders participated in all 
the Savings thereafter as long as the rate of deposit remains 
the same, as those policy holders have built up their share 
of the Reserve required by law. 

Officers Are Properly Bonded. 

It is suggested that at the time of the next Liberty Loan 
the policy holders deposit for credit in their individual Sur- 
plus & Reserve, the balance due thereon that it may be put 
in United States Bonds. You thereby not only boost the 
Bond sale, but put yourself in a position to participate in 
100 per cent of the Savings on your policies at Hardware 
Underwriters. The Attorney in Fact, Leon D. Nish, is under 
25,000.00 Surety Bonds, and countersigning member, treas- 
urer of the Committee, H. E. Gnadt, is under $5,000.00 Surety 
Bonds, each for the faithful accounting of funds intrusted 
to their care. Manager, during the spring, advised them it 
was an opportune time to take out a license in Texas and 
Missouri, and application was duly made and license granted 
by the Insurance Department of these states. 

Prevides for Continuation of Service. 

The advisory Committee have had under consideration 
for some time, in the interest of the Subscribers at Hardware 
Underwriters, of perpetuating our institution in case Leon D. 
Nish should become incapacitated, and to that end, under the 
authority given the Committee by each Subscriber in the 
Subscribers’ Agreement, at a méeting of the Committee held 
December 5th, 1917, substituted “Leon D. Nish, Incorporated” 
as Attorney in Fact for Subscribers at Hardware Under- 
writers in place of Leon D. Nish. Under this plan, Leon D. 
Nish is manager and Robert Y. Wallace is assistant manager, 
which provides for the proper continuous operation. 

Losses Paid During 1917. 


5. Bowman, Floen, Tlimois .......00206sccecesseess $ 22.62 
Geo: W. Whitcomb, Streator, Illinois ............. 42.95 
G. H. Kelly, Stonefort, Illinois ................... 2500.00 
Robert T. Herrcke, La Salle, Illinois .............. 23.412 
Henry Nourie, Beaverville, Illinois ................ 65.36 
H. P. Luckel, Weilston, Missouri ................. 76.77 
C. N. Wigginton, Oakland, Illinois ................ 1.80) 
Nathan Ames, Quincy, Massachusetts ............. 331.94 
E. M. Oliver, Chicago, Illinois .................0-. 3.82 
Geo. Lotz, East St. Louis, Illinois ................ 4,000.00 
J. H. Bridwell, Heber Springs, Arkansas ........ 56.65 
Stoffel Bros., Lebanon, Illinois ................-.. 4,000.00 
Thos. S. Powers, Brockton, Massachusetts ......... 3.67 
Onken Bros. & Meyer, Arenzville, Illinois ......... 2 000.00 
Gerhard Husman, Tallula, Illinois ................. 188.85 
Richard Neilly, Chicago, Illinois .................. 736.40 
Geo. Hayes, Ash Grove, Missouri ................. 76.50 


; $14,430.85 

Causes for fires covering our entire experience is as 
follows :-— 

* per cent—From fires originating in other buildings 
“) per cent—Unknown. 

S per cent—Careless in use of matches. 

™ per cent—Overheated furnaces. 

% per cent—Sparks from chimneys. 

4 per cent—Lightning. 
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4 per cent—Spontaneous combustion. 
5 per cent—Defective flues. 

3% per cent—Defective electrical wires 
irons. 


Electric flat 





Many Fires Are Preventable. 

From the above history of causes for fires, it will be seen 
that a large number of causes for fires are what might be 
termed preventable, and in these days when one conserves to 
the uttermost, it is well that we counsel with our fellow towns- 
men as how best to prevent these preventable fires. 

Counsels Hardware Men to Insure. 

It is gratifying to your Committee to realize how fully 
our Association members have co-operated with Hardware 
Underwriters, but there are very few who have not as yet 
taken out insurance. We would like to see these come in at 
an early date and there are a few others who are not par- 
ticipating as fully as they might. We hope these will, as op- 
portunity presents, send their application in for additional in- 
surance. In case you need insurance, always put it through 
the office in Elgin, and if we cannot handle it, we will put 
you in line to be well taken care of, and in this way you will 
be giving co-operation with the Elgin office. 

Re. pectfully, 
C. T. Woovwarp, 
J. E. Vooruwees, 
H. E. Gwnaprt, 
VitttAmM§ BIrret, 
T. J. MATHEws, 
Advisory Committee. 
Wednesday, February 20, 1918. 
The morning session opened at 10 o'clock with the 


singing of patriotic airs. The principal address was 





Fred Ruhling, 
Newly Elected Treasurer, Illino’s Retail Hardware Association. 


by S. L. Davis of Chicago who spoke upon the topic 
of “An Undeveloped Business Builder.” 

The Question Box was again a feature of the morn 
ing session under the able guidance of C. T. Woodward 
of Carlinville. The members were urged to express 
themselves freely at any of the Question Lox sessions 
and were assured that no stenographers would be pres- 
ent to take notes of their queries. They were, there- 
fore, able to speak with greater freedom upon matters 
of personal and confidential nature affecting their 
business. 

Wednesday afternoon, February 20, 1918, the ses- 
sion which convened at two o'clock gave the members 
an instructive and profitable advantage in the form of a 
speech by Thomas A. Knapp of Chicago, on the sub- 
ject of “Training of Sales People.” The Question Box 
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was again made use of by the meeting, and several 
very interesting queries were presented for discussion. 
Thursday, February 21, 1918. 

The concluding day of the Convention was spent, 
in the forenoon, in listening to addresses on various 
phases of the retail hardware business and, in the 
afternoon, in receiving reports of committees and the 
transaction of matters pertaining to the work of the 
organization. The election of officers resulted in the 
choice of the following men: 

President: CHuarLtes H. Rosinson of Springfield ; 
Vice-president: Harry S. Dantets of Jerseyville ; 
Treasurer: Frep RUHLING of Chicago; 
Secretary: Leon D. Nisu of Elgin; 

Assistant Secretary: Roperr Y. WALLACE of Elgin. 


Executive Committee. 


G. G. ENGELHARDT of Chicago................ 1919 
J. R. Ampanton of Edburn. .........2000 00008. 1919 
i, BE SI vnc oecvecsed conus 1920 
ee Se LS re ee 1920 
R. S. SwEETNAM of Armington............... 1920 
BE ee eee ree 1920 


Delegates to National Convention. 

I-rep GEISSING of East St. Louis; 

CuHaArRLEs S. DAHLstROM of Chicago; 

JAmes P. Brown of Hillsboro; 

(cuy McCurpy of Bloomington ; 

CHARLES E. ArNoLp of Evanston; 

A. E. Marcorre of Kankakee ; 

CHARLES R. DuNCAN of Flat Rock; 

Davip ReFior of Ottawa; 

J. J. Ryan of Geneseo; 

RUDOLPH STREHLOW of Peoria; 

J. E. Voornees of Bushnell. 

The members of the Illinois Retail Hardware Asso- 
ciation and their ladies were invited to spend Friday, 
February 22nd, in visiting the jobbers and manufac- 
turers of hardware in the Chicago district where they 
were the recipients of much attention and many 
charming courtesies. 

CONVENTIONALITIES. 

The entertainment, Monday evening, February 18, 
1918, preceding the opening day of the convention, 
was an excellent preparation for the work of the 
It helped refresh the delegates and dispel 
whatever business occupied their minds. 
Excellent music, both vocal and instrumental, served 
to put every one in a pleasant mood, which was height- 
ened by the vaudeville numbers. At the end of the 
evening’s program, an informal “Get Together” meet- 
ing was held, followed by dancing which lasted until 
midnight. 


sessions. 
worries 


Hotel Sherman and ad- 
joining rooms were occupied by various exhibits dur- 
ing the convention. A great deal of attention was at- 
tracted by the display of the “Weir” Warm Air 
Heater, of the Meyer Furnace Company, Peoria, IIli- 
nois, which was shown in a model with parts of the 
exterior cut away to give a correct idea of the interior 
construction. This exhibit was held in conjunction 


The Crystal Room of 


with a display of “Handy” Pipes and fittings manu- 
factured by F. Meyer and Brother Company of Pe- 
oria, Illinois, a related organization under the same 
The combined exhibit was in charge of 


ownership. 
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Ed Harms, Joe Flickinger, sales representative for 
southern Illinois, Max Baugh, sales representative 
for northern Illinois, and George Meyer, D. Meyer, 
and George Harms from the home office of the com- 
panies. “Uncle” Dirk Meyer, President Meyer Fur- 
nace Company, came up from Peoria to meet the trade 
and was warmly greeted by hosts of friends. Prac- 
tical souvenirs in the form of vest pocket note 
books bound in imitation leather, were distrib 
uted by F. Meyer and Brother Company, as well as 
useful combination pen and pencils. The men in 
charge of the exhibit radiated optimism and good 
cheer. They declared that the prospects for business 
are of an encouraging nature, and that they see no 
reason for any but the most hopeful view with re 
gard to the business of the two firms. 

C. D. Seals, Leon Leu, and Merle (Jerry) Slane 
were in charge of the exhibit of the Globe Stove and 
Range Company of Kokomo, Indiana, which in 
cluded a display of their new electric iron. A plenti 
ful supply of well illustrated catalogs and descriptive 
literature was on hand for distribution among visitors. 
The company’s new catalog is a work of art and re 
ceived much favorable comment during the conven 
tion. 

Quite a number of hardware dealers were irresist- 
ibly drawn toward the exhibit of the Buffalo Sled 
Company of North Tonawanda, New York, by the 
heartening smiles of J. A. Dekker, the sales represen- 
tative in charge. He was seldom without his order 
book in hand entering substantial business for his 
company. Mr. Dekker’s territory includes Wiscon- 
sin, Michigan, Indiana, and Illinois. The exhibit un- 
der his management comprised the well known Auto 
Wheel Convertible Roadster of both sizes, children’s 
sleds, and two types of snow shovels. 

S. M. Perrigo, the genial manager of the Chicago 
office was in charge of the exhibit of E. C. Atkins and 
Company of Indianapolis, Indiana. Associated with 
him were William de R. Knight, J. W. Anderson, and 
Charles H. Rowlson, all working out of the Chicago 
office. The exhibit included crosscut saws, hand saws, 
miter, keyhole, dove tailing, and web saws; saw sets, 
saw clamps, non-breakable hacksaw blades; floor 
scrapers, plastering trowels, and an example of the 
new universal saw for crosscut, rip, and miter sawing. 

William F. Waller, city sales manager of the firm, 
was in charge of the exhibit of Hibbard, Spencer 
Bartlett and Company, which consisted of stoves and 
ranges, hardware, cutlery, paints and oils, sporting 
goods, phonographs, bicycles, and auto accessories. 
The color scheme of the display was red white and 
blue; and two large panel figures of a soldier and 
sailor occupied prominent positions in the center of 
the exhibit. Four vice-presidents of the Company 
were present from time to time during the exhibition, 
namely H. B. Lyford, Henry Beneke, Prichard Stew- 
art, and H. W. Alger. The secretary of the Com- 
pany, E. A. Burke also helped make the display a 
success. The following buyers for the firm took turns 
in welcoming visitors: W. S. Kennedy, W. A. Prosser, 
H. W. Caldwell, W. H. Hartnett, F. Pool, R. H. 
Roberts, L. A. Bower, C. L. Hibbard, L. Brock, W. 
A. Stevenson, J. F. Jones, R. H. Smith, and H. ~.- 
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Stedman. In addition, there were twelve city sales- 
men and five country salesmen who assisted from time 
to time the management of the exhibit. 

The display of the Ringen Stove Company Division 
of American Stove Company, St. Louis, Missouri, was 
under the efficient management of George C. Wood. 
It comprised attractive samples of “Quick Meal” coal 
ranges, and oil stoves. A clever advertising booklet 
was distributed in the form of a drawing book bear- 
ing the title “Under the Sea in a Submarine.” Its 
pages were made up of rhymes in the nursery style, 
with sketches in the lowef part of each page, and a 
thin paper insert over each drawing, making it easy 
to trace for the children. The booklet contains enough 
pointers about the company’s product to give the right 
amount of profitable publicity. 

The American Steel and Wire Company was well 
represented at the exhibition by a staff of trained men 
who extended a warm welcome to visitors. The staff 
consisted of J. W. Meaker, Jr., Manager fence and 
post department, H. A. Squibbs, assistant manager 
fence and post department, E. J. Smith, W. W. Tay- 
lor, C. A. Cochrane, George W. Scott, R. N. Clover, 
M. b. Hoagland, and J. W. Patterson. 

The Theater Party, given to the delegates under 
the joint auspices of the Hardware Club of Chicago 
and the Chicago Hardware Association, was a delight- 
ful success. The members and their ladies were en- 
tertained by vaudeville of unusual excellence at the 
Palace Theater and enjoyed every item of the bill. 

Much praise is due to the several committees in 
charge of the Ladies’ Program. At no time during 
the Convention were the ladies permitted to feel that 
they were being neglected. Everything was done to 
make them satisfied with their visit to the Convention 
and to help them take an intelligent interest in the 
business of their men folk. 

While the Convention was in progress, the Hard 
ware Club of Chicago kept open house. Scores of the 
visiting members of the Illinois Retail Hlardware As 
sociation availed themselves of the Club’s hospitality 
and were profuse in their praises of that organization. 


~— oo 


HARDWARE DEALER WHO SELLS FARM 
POWDER REAPS PROFITS. 





To many people the word “explosive” is abhorrent. 
They regard an explosive as an agency of destruction. 
They immediately think of war and bloodshed. How 
ever, they entirely forget that explosives may be and 
are being used for constructive, upbuilding purposes. 
They do not consider the fact that explosives are of 
great industrial benefit, being used for construction, 
mining, and agricultural purposes. The accompany- 
ing illustration shows the last mentioned use. This 
is considered particularly important. 

The farm is one of the main factors in the great 
struggle in which our country is now a participant. 
Even in times of peace, the very life of our nation is 
dependent upon the farm. Therefore, our people are 
very much interested in anything which helps make 
our farms productive of great crops, such as, for ex 
ample, the Red Cross Farm Powder, manufactured 
by E. I. du Pont de Nemours Company of Wilming- 
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ton, Delaware. This is an explosive designed for 
scientific agriculture, especially for tree planting, sub- 
soiling, ditching by the electrical method, and ordi- 
nary stump blasting. It is claimed to be an ideal, all 
around explosive for use on a farm. It is low freez- 
ing. Hardware dealers who sell farm supplies will, 
it is said, find this a source of great profit. Nothing 
in the way of advertising is omitted by the manufac- 

















Red Cross Farm Powder In Use. 


turers. The dealer is assisted in every way possible. 
The storekeeper is advised to fill out the coupon at 
the bottom of the company’s advertisement appearing 
on a different page in this issue of AMERICAN ARTISAN 


‘ND HARDWARE Recorp. Interesting literature in- 


cluding the booklets, “The Giant Laborer,” and 
“Handbook of Explosives” will be sent by the manu 
facturers without charge or obligation. 

ee -_— 


ILLINOIS INVENTOR OBTAINS PATENT FOR 
WASHING MACHINE. 


Walter J. Conlon of Chicago, Illinois, has obtained 
United States rights under Number 1,254,638 for an 
electric washing machine described as follows: 

In a combined washine 
machine and wringer, a 
washing drum shaft, a 
wringer shaft, a power shaft, 
reversing gear and_= clutch 
mechanism for operatively 
connecting said wringer shaft 
with said power shaft, gear 
ing and a clutch for oper 
tively connecting said wash 
ing drum shaft with said 
power shaft, and interlocking 
mechanism for preventing 
driving engagement of the 
clutch for the washing drum 
shaft while the clutch for the 
wringer shaft is in engage 
ment to drive the wringet 
shaft in a forward direction 

In combination, a shaft, 
a bevel gear thereon, a bear 
ing for said shaft on the 
back of said bevel gear and preventing movement of said gear 
itt) that direction, a shaft at right angles to said first shaft 
and having a square end adjacent to said first shaft, a bear 
ing preventing endwise motion of said second shaft, a bevel 
gear having a hub provided with a square socket loosely fit 
ting over the square end of said shaft, said gear meshing with 
said first gear, and a friction clutch mounted between said 
gear and said hub. 








1.254.638. 
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Many retail stores are not arranged with the pri 
mary purpose of making sales, but rather of storing 
merchandise. In other words, the warchouse feature 
is predominant with the selling of merchandise a 


secondary consideration. The reverse should be the 


case, 





OHIO HARDWARE ASSOCIATION HOLDS 
SUCCESSFUL CONVENTION. 


That the convention of the Ohio Hardware Associa- 
tion which met February 19, 20, 21 and 22, 1918, in 
the Assembly Room of the Deshler Hotel, Columbus, 
Ohio, was an unqualified success is the unanimous 
judgment of everyone who attended the sessions. 
Many new and practical ideas were developed in the 
Question Box discussion, in the informal gatherings 
between sessions, and in the various reports of of- 
ficers and addresses of speakers. The convention was 
called to order at 1:30 P. M. Tuesday, February 19th, 
by Homer P. Smith, president of the Association. 
The entire assembly then sang “America” with great 
fervor. After an invocation by W. P. Bogardus of 
Mount Vernon, an address of welcome was delivered 
by George J. Karb, Mayor of the city of Columbus. A 
special welcome address to the ladies was made by 


Miss Anna Riordon. A fitting response was made to 





Homer P. Smith, 


President Ohio Hardware Assoc'at on. 


both addresses by President Smith. The feature of 
the evening session, Tuesday, February 19th, which 
convened at 7:30 o'clock, was an eloquent speech by 
rank Baackes of the American Steel & Wire Com- 
pany, Chicago, on the subject of “War and Business.” 
At the close of the evening session, a reception was 
given to the retailers and the ladies at the Deshler 
Hotel by the manufacturers and jobbers of Columbus. 
The meeting Wednesday morning, February 2oth, 
from 9 o'clock until noon was devoted to executive 
affairs. It opened with the very interesting annual 
address of Homer P. Smith, president of the Ohio 
Hardware Association, who spoke as follows: 
Annual Address of Homer P. Smith, President Ohio 
Hardware Association, February 20, 1918. 


One more year has passed and we are at another mile 
post in the history of our Association and such a mile post this 
world has never seen before and we all hope and pray may 
never see again. Who of us would have thought one short 


vear ago, with all our prosperitv, business and plans, we 
would at this time be in the midst of the greatest war that 
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humanity has ever been called upon to fight? Who of you 
one year ago would have believed that we would ever sub- 
scribe $100,000,000 for the Red Cross and $50,000,000 for the 
Y. M. C. A.? 

Unexpetced Events Have Come to Pass. 

How many of you one short year ago would have be- 
lieved that ere now this great and good country of our: 
would experience wheatless, meatless and heatless days? 
What would you have said one year ago if some one would 
have told you that the business of our nation would stop for 
five days for the lack of fuel and transportation? How will- 
ingly we have done our bit and we have hardly started as yet. 

Expresses Pride in Service Flag. 

Truly these are wonderful days and yet all are as noth 
ing when we look with pride at this Service Flag of ours and 
think of the heart aches and sacrifices that each of these one 
hundred and thirty-three stars represent. How proud we 
are that these boys of ours are willing and able to serve our 
country in this great fight that this world shall be free, that 
Democracy shall prevail, that all people shall be our brothers 
and shall not be driven by the Prussian Hun. 

Association Is Doing its Duty. 

Our sacrifices of the past year have made our Asso- 
ciation stronger and we see more and more the need for 
Association and co-operation. To help win this war has been 
the one great work of this Association for the past year and 
will be until the victory is ours. How much help we have 
been to our State and country because of our Association 
will never be told. Each one of you has been better able to 
do team work because of your membership in this Associa- 
tion and only by association work will we be ready to em- 
brace the wonderful opportunities that will open to us after 
this war is won. 

Ohio Is To Be Hest to the National Convention. 

The work of our National Association meeting at St. 
Louis last June was marvelous. Every speaker seemed to be 
filled with the one great thought of work. I certainly think 
our plan of having our delegates write a short report of the 
Convention and have them printed in our Bulletin was a 
good one and I hope that my successor will continue this 
plan. Ohio is to have the honor this year of being the host 
to the National Convention to be held at Cedar Point in 
June. The war will, without doubt, keep down the number 
of delegates from some of the distant States, but we of Ohio 
must do our part and help make this the great War Conven- 
tion of Hardware Associations. I sincerely trust that a great 
many of us will find our way to Cedar Point in June and 
participate in the enthusiasm of this great Convention. 

Commends Work of Hardware Secretaries. 

It was my good fortune to attend the annual meeting of 
the State Secretaries at Chicago last October. There were 
about forty present, representing forty-two State Associa- 


tions, and over fifteen thousand retail dealers. This was 
one of the best Hardware meetings that I have ever at- 
tended. These Secretaries came together not to be enter- 


tained but to devise plans for the betterment of the retail 
dealer. The sessions were all of the Round Table sort, 
where every man was welcome to give his ideas, and there 
were some extremely good ones expressed. The meeting 
seemed naturally to sift itself down to the one subject of 
Field Work or direct personal help to the individual dealer. 
The National and Illinois Associations each have a man in 
the field now and I predict that ‘nside of five years every 
State in the Association will think that their Field Man is 
a necessity. 
Is Strongly In Favor of a Field Man. 

There is hardly anything that will make us feel more 
loyal to our Associaticn than to have a State man come t 
our store and spend some time with us talking over our per- 
sonal problems and giving us advice and counsel. Every ore 
of us would be glad to stop some of the leaks of our busi- 
nes. We would all be glad to improve our bookkeeping 
svstem. We would like to have a better store arrangement 
Some of us are well nigh discouraged. How much good tt 
would do us if the right man from the Association would 
come in and show us that the world is not wrong, that it onlv 
wants a little sunshine to make business grow. It is help of 
this sort that the Field Man should give us. 

Telis of Retail Service League. 

I had the pleasure of attending the Convention 
Retail Service League held at Youngstown, Ohio, January 
2? This was a convention of retail dealers of different lines 
principally dry goods, groceries, boots, shoes, etc. The) had 
some very good papers, among the best of which was a lec- 
ture by Dr. Katherine Blackford on “Selecting the Riglt Man 
for the Job.” Every Hardware man ought to have heard 
this lecture. The talks were all supposed to be followed by 
the question box, but the troubles of the different lines of 
goods would not mix. 

What Association Work Has Accomplished. 

Their Convention proved to me that our own plan of 
having our members discuss different phases of our work 1s 
the correct theory and practice. The Ohio Hardware man 
belongs to the better class of citizens of this great common- 
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wealth of ours and one of the main things that has raised 
him to this level is Association work. If this war should 
close in a very few months, how much better manhood we 
would have because of the life our boys are getting in the 
training camps and do not forget that the Hardware Asso- 
ciation is the great training camp of the Hardware mar. 
When a man asks me what benefits I get from the Associa- 
tion | want to tell him of the good old man whom I knew, 
who got up in meeting one night and said, “Brothers and Sis- 
ters, salvation is free and it is worth just what it costs us.” 
Quotes Business Proverbs. 

Just a little exortation and a few proverbs to cheer you 
on your way. “A Rut is a Grave: longer and deeper but not 
<o wide.” Keep out of the Ruts. Without Pride and Confi- 
dence in your goods you can not sell them. Find the lines of 
goods that you dream about when you dream of success, 
weave a romance about them and print it in the papers. Make 
a hobby of your business and ride it. 

Says It Is Necessary to Train Salesmen. 

Every working man in the United States has more money 
today than ever before and he is anxious to spend it with 
vou if you will show him that he wants your goods more 
then he does his money. If you are not up on certain lines 
in vour store you are apt to be down on them. Train your- 
self to be up on Hardware. If it is worth millions to our 
Uncle Samuel to train our boys to fight the Boche, it surely is 
worth the time and money to train our Salesmen to sell 
hardware. 

Recommends Hardware Mutual Insurance. 

We wonder if any of you are missing the benefits of 
our Mutual Insurance Company by not carrying your limit 
of insurance. Do you know that we had over $8,000.00 in- 
crease in cash surplus this last vear, that we have over four 
and one-quarter million dollars of insurance and that we paid 
almost $12,000.00 in dividends this last year? Don’t forget 
that we want to insure your stock, your building, your ware- 
house and your home. The more insurance you take out with 
your own company the more dividends you will get and you 
can not place your insurance with a better company than 
your own Ohio Mutual. Our Secretary, George Gray, is 
known all over the United States as one of the best Insur- 
ance Secretaries in the country, and in these days of patriot- 
ism don’t forget to be loyal to your own Insurance Company 

Thanks Officers for the Good Work. 

In closing I want to thank all the Officers of our Asso- 
ciation for the help and enthusiasm they have put into the 
Association work this past year. The attendance at our 
directors’ meetings has been almost one hundred per cent and 
the spirit of co-operation at these meetings has been marvel- 
ous. Differences of opinion have been many, but the willing- 
ness to get together on what seemed, by the majority, to be 
the best for the Association was certainly gratifying ‘to vour 
President. The work of the past year has been a continua! 
pleasure and T assure you I will always look back to the 
honor you have conferred upon me with great pride and 
Satistaction. 


President Smith’s address was listened to with pro 


found attention by the assembly. Many favorable 


comments were heard later on in the evening con 
cerning his handling of the various topics. The an- 
nual report of the secretary of the Ohio Hardware 
Association, James B. Carson, declared that the past 


year was the greatest in the history of the Associa 
tion. He placed particular emphasis upon the neces- 
sity of better methods of doing business and advised 
the adoption of a standardized accounting system. His 
report in full is as follows: 


Annual Report of James B. Carson, Secretary Ohio Hard- 
ware Association. 


In making up my report, I could not help but contrast 
Present conditions with those of five years ago, when | read 
my report to you in this city. It seems as though the whole 
world has changed in this short time and the people of all 
Pursuits in life have had to abandon their interest in their 
personal affairs and concentrate all their energy and _ re- 
sources in defending the principles of Liberty for which we 
stand. Many of our members have sent their boys to the 
'ront. Clerks have gone from the stores and, in one instance, 
= owner of the store has gone and the help is looking after 
the business. With such a condition of affairs surrounding 
s—and we only have to look on our Service Flag and the 
names of our boys on our Honor Roll to be reminded of the 
a "ed it—we have come to this 24th annual convention of 
ly Ssociation to confer and talk over with one another 

)w we can better do our part in this great conflict. 

Greatest Year in History of Association Work. 
former oushout the year our office has tried to give you in- 
on we thought would be of value: and the increase in 
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correspondence with the members is an indication this has 
been the greatest year we have ever had in Association work. 
During the year I have been in more than three hundred 
stores and have found conditions have varied according to 
the way the business has been conducted. It seems to me 
from the observations | made that the dealers could be divi- 
ded into three classes: First, the ones who look ahead and 
plan for the future. This class kept up with the advances 
as they came and went through their stock and marked it up 
as well as they could, although it was a big job. That they 
were wise is shown by the fact that they have money to buy 
Liberty Bonds in their community, in raising funds for the 
Red Cross and other campaigns being made to finance the 
different calls that are being made for money on account of 
the war. 
Everyone Must Do Business on a Safer Basis. 

The second class is made up from the dealers who did not 
change their prices only as they bought goods and these deal- 
ers are finding that all their profit is on their shelves and it 
has taken all their money to keep up the stock. No surplus 
cash from the business to invest in Liberty Bonds and they 
cannot give to the Red Cross and the Y. M. C. A. all they 
would like to give and there are many in this class. The 
third class are the dealers who tell you that they have all! 
their goods bought at the right price, that they can take care 
of their trade and the only thought they seem to have in 
selling is to get clear of the goods before they have to pay 
for them, forgetting entirely the profit they should have for 
their pay and this class now are about out of goods and 
money, too. There are not so many in this class, but there 





James B. Carson, 
Secretary Ohio Hardware Association. 


will be less, for the time has come when every one must do 
business on a safer basis. Everything has some good in it, 
and so it will be with the war—it will put system into many 
business houses that have needed it for years 

Predicts Better System in Doing Business. 

There will not be so much guess work in business and 
the failures will be lessened. The average life of a hard- 
ware business iS about seven and a halt years This shows 
that a great many do not stay in the business but a short 
time and there is but one reason, no profit. I believe the 
entire income tax on the protits of the hardware business in 
our State will be saved to our dealers through the systems 
they are compelled to adopt to know what their store is do 
ing: and then the satisfaction of knowing, of being able to 
look over the statement at the end of the year and to see 
just what was done, and the inspiration one will get to make 
the next statement better than the one we are looking at will 
bring a new era in the retail hardware business. Patriotism 
is the force that has stirred us into action, that has made us 
want our business strong enough to meet all the demands 
our Government may make upon us to win the war 

Advises Adortion of Standardized System. 

\ great deal will be said on this subject at this conven 
tion and I believe some simple standardized system can | 
devised for our hardware stores that will not be a burden on 
the time of the merchant or a great expense to install, a svs 
tem that anyone who knows how to make a charge on a day 
book can keep, even though he is not an expert accountant 
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What most of us need is discipline. If we had trained our- 
selves always to do the things we knew should be done, we 
would accomplish a great deal more in life. But many of us 
procrastinate. We put off until tomorrow the things we 
know should be done today and that is one reason why so 
many do not keep up with their bookkeeping. 

Freight Auditing Department Suspends. 

The war brought about the collapse of the freight audit- 
ing department by taking away all the help. We were not 
able to get any work done after April until January, when 
we shipped all the bills from the office at Minneapolis to Elgin. 
Illinois to the office of L. D. Nish, Secretary of the Illi- 
nois Association, who will do our work in connection with 
the work of the Illinois Association. He will give you the 
same courteous treatment he gives to his own members. | 
am sure we will get more satisfactory results from the 
change. There has been collected and paid to the members 
from the bills that have been audited $216.60, and there are 
still some claims in dispute. The average amount paid to 
the members in whose bills mistakes were found is a little 
over four dollars. We have not given this department a fair 
test because we have only done work for a comparatively few 
members. When we shipped the bills to Elgin, Illinois, there 
were bills from one hundred and twenty-five members that 
had not been touched. As fast as the work can be done these 
will be gone over and the result made known to the members 
who sent the bills. 

Discusses Departments of Builders’ Hardware and Cutlery. 

In preparing the program this year, we have given time 
to departments that you may not think you are interested in 
at this time because some will say that there will not be much 
business. I refer to Builders’ Hardware and Cutlery and 
Tools. I am sure there are no other stocks in the hardware 
stores that need more attention than these two do, and now 
is a good time to take up the discussion. There will be some 
building and mechanics will want tools and these two sub- 
jects are in the hands of capable leaders, and no doubt from 
this meeting there will be some who will make a greater 
success in these lines. You will notice in Thursday’s pro- 
gram, “Side Lines to the Hardware Business,” that an in- 
vestigation is extended to bring into this discussion anything 
that has affected your business, any problems you have had 
to solve. Every dealer here will have something for this 
session and it will give every one a chance to bring before 
the convention any failure he may have made and a chance 
to find a remedy for it. 

Asks Support for Exhibits. 

Our exhibitors have been very loyal to us this year 
when many of them can sell a great deal more than they can 
manufacture because they cannot get material. Our exhibit 
hall has a splendid show of hardware of all kinds and these 
exhibitors are entitled to all the support you can give them. 
Our directors have recognized the fact by offering prizes to 
the members who buy of the exhibitors, first, second and third 
to the members who place the most orders and first, secon’ 
and third to the members who buy the most in dollars and 
cents. In both the prizes are the same, paid up membership 
in the Association, five years for the first, three for the sec- 
ond and one for the third. This is the same as last vear and 
there are six members who did not have to pay dues at the 
convention. You-may be one of these members next year 
if you will place orders for such goods as you may need for 
your trade during the year. In this connection I think it 
will be wise on the part of every dealer to anticipate his 
wants as far as possible, in order that he may not be out of 
stock when he may need it the most. You are going to 
have to be patient with your jobber or other source of sup- 
ply, for they are having the same trouble with their ship- 
ments that you are having. 

Calls Attention to Work of Committees. 

Your attention is called to another part of our program, 
the work of our committees. This work is very important, 
for it tells of the things we stand for and the things we 
would like to have done. They build something to work for 
and the members of the different committees need your sug- 
gestions. If they do not get them, their report will not be as 
complete as it would if they knew what you would like to 
have them do and you will go back home feeling as if you had 
registered your opinion on a question that may affect everv 
dealer in the business. Our memorial committee will remind 
us that many of our best members have passed away since 
our last convention and that the work they have done will 
have to be taken up by others. ‘ 

National Convention WIII Meet In Ohlo. 

\t the National convention, held in St. Louis in June, it 
was voted to hold the next convention at Cedar Point, Ohio. 
We are proud to have the National convention in our State 
for the first time, and while we are entitled to but ten dele- 
gates in voting on a question, yet as many members as de- 
sire to attend will be given all the privileges of delegates and 
will be just as welcome. There has been some disposition 
on the part of at least one State to ask the National Asso- 
ciation to do away with their convention for this vear or to 
hold just a small affair with a few at some central point 
possibly Chicago, but other States do not agree in this. They 





February 23, 1918. 





think there is greater need for a conference at this time than 
ever before, much greater than when conditions are normal. 
It might be well for us to go on record at this convention 
and let the National office know what we think, for they will 
probably be guided by the majority opinion of the different 
States. 

AsSoclation Is Prosperous. 


While supplies have been much higher during the year, 
yet we have been able to live within our income and our Asso- 
ciation is in a very prosperous condition. Although we lost 
fifty-eight members through the non-payment of their annual 
dues, yet we have made a gain of thirty-two members over 
last year, our membership at this time being 964. We will 
run more than a thousand after this convention, as-after the 
convention last year we had 987. It looks like fifty-eight was 
a large number to lose from not paying dues, but it is really 
a very small per cent. When a member drops out for this 
reason it is a very good indication that he is going backward 
instead of forward, and | have followed these cases and they 
sooner or later are out of business. It is never the member 
who is prosperous in his business. 


Pralses Work of Officers. 


Your officers have given a great deal of time and thought 
to Association work during the year and have served you 
with credit to themselves and the gain in membership and 
the financial report show how well they have looked after 
the affairs of the Association. I want to take this oppor- 
tunity to thank our Board of Directors for the splendid sup- 
port they have given and the help they have been to me. 


Pleads for Loyalty to the Government. 


In conclusion let me say that our work for the coming 
year calls for all the ability we have for the business. We 
should make a greater effort than ever before to be of help 
to one another in the taking care of our customers. This con- 
vention, coming as it does just at the beginning of spring 
business, should send every member back to his home full of 
enthusiasm and love for his work and plans of what he will 
do. Let us pledge ourselves that we will give to our country 
every ounce of resource and ability we have to bring back to 
our stores the boys whose names we have placed on our Roll 
of Honor. May the things we do and say be an inspiration 
to our customers and our friends to the end, that our Govern- 
ment may point .with pride to the loyalty and citizenship of 
the members of The Ohio Hardware Association. 


features of the Convention were of a 
Entertainment 


The social 
nature that does much credit to the 
Committee. Besides the reception at the Deshler 
Hotel Tuesday evening and the musicale and tea for 
the ladies Wednesday afternoon, a theater party for 
all members and their ladies was given at Keith's 
Theater, 8 o'clock, Thursday evening. Friday noon 
the delegates and their ladies were the guests of the 
manufacturers and jobbers of Columbus who had in- 
vited them for a community day and provided an at- 
tractive program with a substantial dinner. 


“e- 


HELLER BROTHERS COMPANY PRODUCES 
QUALITY RASPS AND FILES. 





There is no line of goods forming part of general 
hardware stocks to which may be applied with greater 
truth the saying, “Appearances are deceitful,” than 
To the average customer al! files 
Yet there is a wide variance 
in their serviceableness. The practical test of per 
formance discloses it oftener than is good for the soul 
of the disappointed user. This difference, however, 
is not always the fault solely of the manufacturer. 
But the maintenance of a uniform standard of qual- 
ity in files and rasps is a comparatively easy task when 
the manufacturer controls the making of the steel 
itself. This is a cardinal advantage. Its possession 
by Heller Brothers Company, Newark, New Jersey, 
enables that firm fully to regulate every element which 
A 76-page illus 


to rasps and files. 
and rasps look alike. 


enters into the finished product. 
trated booklet, containing price quotations, 1s mailed 
to dealers on request. 
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CONVENTION OF 
HARDWARE ASSOCIATION IS IN FAVOR 
OF CASH TRADE. 


More than three hundred hardware dealers gathered 
in St. Paul, Minnesota, February 19, 20, 21, and 22, 
1918, to attend the Twenty-second Annual Conven- 
tion of the Minnesota Retail Hardware Association 
which was held in the spacious Auditorium of that city. 
One of the remarkable things in the convention was the 
practically unanimous sentiment in approval of a con- 
certed movement in behalf of curtailing the credit busi- 
ness of hardware stores. Judging from the earnestness 
with which the subject was discussed, it is a safe pre- 
diction to make that the cash customer will be the fav- 
ored customer hereafter in Minnesota hardware stores. 

One of the speakers declared that the cash customer 
has always been discriminated against. “The credit 
customer enters your place of business,” he said, “pays 





H. O. Roberts, Secretary Minnesota Retail Hardware 
Association. 


a dollar for an article, then you charge the same price 
to the man who has the dollar ready to lay down when 
he purchases. 

“We will find our business increasing when we cater 
more to the man who has the ready cash than when 
we must spend extra money to keep accounts.” 

Many practical suggestions for the improvement of 
the retailer's business were made by H. O. Roberts, 
secretary of the Minnesota Retail Hardware Associa- 
tion, in his annual report. Of special significance were 
his arguments in support of a general federation of 
retail associations and his advocacy of business educa- 
tion for young men just entering the hardware busi 
ness. His report in full is as follows: 

Annual Report of H. O. Roberts, Secretary Minnesota 
Retail Hardware Association. 


It has been said over and over again that the war found 
Us unprepared and now men are wondering if peace will also 
‘ind us unprepared. Many are asking the question, “What 
will the retail business be in towns after the reconstruction 
Period after the war?” It seems to be the common opinion 
that we will have less retail stores, but that they will be bet- 
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ter, with more efficient management and better able to serve 


the public. 


Retailers Necessary to a Town's Prosperity. 
The future of our State is absolutely dependent on main- 


taining retailers in towns throughout the state. Good towns 


in the past have been prosperous for years without even a 
railroad; but no town ever grew to be of any importance 
without a retail business. If you subtract the retail business 
from a town nothing is left. It is not a town. Property 


depreciates. The hotel will close, and cows will graze in the 
streets. 


Tells of Trend Back to the Land. 
_The majority of the population in New York State is in 
New York City. Four-fifths of the population of Illinois is 


in Chicago. Minnesota is a comparatively new state with 
no city fifty years ago, but today almost forty per cent of our 
population is living in our three largest cities. There is a 
limit to the height an aeroplane goes. It may glide along at 
that height for some time before it sooner or later begins 
to descend. There is also a limit to the per cent of our 
population that can live in cities and when we reach that 
point we must then soonor or later begin going the other 
direction and that will be toward rural community. 


Suggests a County Agent for Merchants. 
What the community needs is not some place to prevent 


people from moving away but some inducement that will 
draw. This may possibly be a county agent, who will be a 
university graduate from our College of Commerce, doing 
a work for merchants through a federation of retail mer- 
chants similar to what the county agent sent out from our 
Agricultural School is doing for the farmers. 


Favors a Federation of Retailers. 
There are at this time some classes of retail business that 


are not organized. They are not strong enough to maintain 
a Secretary and other expenses necessary to organize. It 
is possible for the State Hardware Association to do this 
organization work and build up a state association for several 
unorganized lines while working with the idea of affiliating in 
time all retail associations into one general office, but keeping 
each class as a separate organization and interested in their 
own line. A federation of retail merchants is not a dream 
only, it is a workable proposition and the Minnesota Retail 
Hardware Association is the logical association to face it now 
before the reconstruction period that will come when the wat 
closes. 


Collections Should Be Pushed More Vigorously. 
We had during 1917 big crops in most of our State and 


big prices in all of the State, which put money into the 


pockets of farmers. Many old accounts have been paid 
and more cash than usual was put into the retail merchant's 
till during the year. Collections were not pushed as vig- 
orously as when people had less money. Almost every mer- 
chant says he is carrying too much on his books and has 
more stock than he should. He also says that he intends to 
reduce, but no one ever seems to be able to quit buying 
long enough to allow his stock to diminish. There seems to 
be real pleasure in buying and the retail merchant is looking 
for and improving all such opportunities for pleasure. 


Refers to War Tax. 
Your War Tax report must be on file by March 1. Many 


have certainly already filed their statements. The surtax 
law enacted October 3, 1917, in connection with the normal 
tax enacted 1916 are the most important tax laws ever put 
into effect to meet such an emergency as the cost of the war 
by a distribution of the burden in such a manner as to place 
it upon the shoulders of men and corporations that are the 
hest able to pay it out of excess profits and large incomes. 


Calls Attention to Rules Governing Explosives. 
The retail hardware merchants are many of them selling 


explosives, such as powder and dynamite. As a war emer 
yvency all such merchants are required to secure a license and 
must keep a record of each and every sale and can sell onl 
to a man who also has a license, whom you must know 
and the purpose for which the explosive is to be used in each 
sale. Violation of this law carries a heavy fine and imprison 
ment which would certainly follow should a railway bridge 
or building be blown up in or near your town and it could 
be proven that you sold explosives in violation to this law 


Educate Young Men for Business. 
Mention was made in the 1917 annual report of worl 


being done to establish a College of Commerce in the Uni 
versity of Minnesota to educate young men for business. It 
is just as impossible to make a retail merchant as it would 
he to make a farmer at the State University, but both will 
now have the opportunity to be educated for their place when 
they get ready to begin life 
from the dav he came to Minneapolis to help bring this 
about. Mr. W. E. Hotchkiss has been brought to the Minne 
sota State University from Chicago where he has had valu- 
able experience and this business education is now largely in 
his hands. 


President Burton started out 


Mr. Hotchkiss is on our program, and after the Wednes- 


dav afternoon session, I feel certain vou will go away feeling 
that he is the man for the place. Minnesota retail hardwar: 























. 


36 AMERICAN ARTISAN AND HARDWARE RECORD 


men have been the foremost leaders in bringing about the 
above business education in our State University. 


Advises Care in Selection of Officers. 


You are already thinking about who will be elected as 
1918 officers. Don’t allow anything to influence you to put 
into office any but men who you think will be for the best 
good of the association. The Minnesota Retail Hardware 
Association is a very important organization. It is helping 
conditions for retail hardware men, and in order to be a 
success it needs the best men you have in the association. 
Don’t put a man in office only because he is your friend. Don’t 
urge his election for the reason only that he is in your part of 
the state. You have been having good men in office during 
the past or the association would not be where it is today. 
| would therefore, urge that you use your best judgment 
when selecting the men into whose hands you place the man- 
agement of your association. The selection of names in the 
nominating committee meetings should be by ballot so that 
each man would give an unbiased vote. You are the top 
notch State Association in every particular except in numbers. 
Illinois with double the hardware men in their state are now 
only a few members ahead of Minnesota. 


Gives Statistics of Membership. 


The Minnesota Retail Hardware Association has gradu- 
ally grown each year since it was organized in 1897. It is 
becoming more and more difficult to show an annual increase 
now that we are working on the last ten per cent in the state. 
During the past year we have lost 38 of the 1,265 reported 
last February, which is three per cent loss, or two-fifths of 
one per cent less than last year, which was the smallest loss 
the association has ever had. A special effort is being made 
to have every member a Mutual Insurance Policy Holder. 
We have now 1,302 members and 1,258 policy holders, leaving 
44 who do not have Mutual Insurance. 

Indicates Need of Hardware Stores. 

Minnesota has been growing on an average of about 
40,000 in population annually. There is now in the State, one 
hardware store for every 1,500 of our population; should the 
hardware stores keep pace with the population and at this 
same rate, we would add each year 25 new stores. There are 
800 towns in Minnesota with over 100 population that have 
one or more hardware stores. There are 20 towns, including 
our three cities with more than 5,000 population. It would be 
an exception to find in any one of the other 780 towns less 
hardware stores than is now needed or will be needed for 
some time to come. Some towns have already discovered 
more than is needed and many combinations have been made 
which have helped to reduce the number of hardware stores. 
This has occurred in towns of less than 5,000 population 
during the past year or two. 

Tells Reason for Growth. 

One-half of the annual growth in Minnesota population 
has been thrown into the three cities in our State; building up 
suburbs, and forming new business centers, in which new 
hardware stores have been located. This will account for 
more than half of the new hardware stores opened up each 
vear. The State as a whole has one hardware store for each 
1,500 in population, but the three large cities have from 
1,000 to 5,000 population for each hardware store. The pos- 
sibility of increasing the Minnesota Retail Hardware Asso- 
ciation much beyond 1,300 is not to be very seriously con- 
sidered until after the war is over and more people induced 
to take up farming, stock and fruit raising in order first to 
increase the number of producers in the State. 

Present Task Is to Increase Efficiency. 

The task directly in front of the Minnesota Retail Hard- 
ware Association, as well as for all other retail merchants’ 
associations to consider is one of how to make the retail 
merchant now in business more efficient, as well as to see 
that the future retail merchant is educated for the job. The 
past twelve months have very rapidly developed the ideas 
that look as though the time is not far distant when the 
retail merchant may be doing business under a State license 
and a liability bond. There is a marked improvement in the 
attitude of a large percent of the hardware men in this State. 
They are more careful in the extension of credits, more 
vigorous in pushing collections; and merchandise is better 
displayed. They are giving more careful consideration as to 
the price paid for goods, as well as the price at which the 
goods must be sold in order to meet their overhead cost of 
doing business—all of which means more and better system 

Association Is In a Flourishing Condition. 

The Minnesota Hardware Association is in better shape 
now to furnish members help than ever in its history, with a 
Secretary and an Assistant Secretary, both on the job at all 
times, together with four efficient office assistants. All of 
this has been made possible without increasing membership 
dues beyond $5.00, although it now requires twice the 
amount of total annual dues to maintain the State office. One 
thing the Minnesota Retail Hardware Association wants to 
know at all times is more definitely what it is that individual 
members need and want in the way of help, in order that 
plans may be made as well as completed for helping. 
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Pians to Help Business of Members. 

A complete file will be made of these needs and plans 
will be started for helping along every suggested line. Slips 
will be passed at this convention asking each member to 
check where help is needed, either for his own business or for 
his town, such as: Advertising, bookkeeping, buyer for your 
stock or building, buying, collections, community co-operation, 
credit bureau for town, credits, displaying goods, selling, 
stock keeping, taxation and unfair competition. 

Expert Advice Is Available. 

Some of these needs will require specialists or experts, 
but much of this has already been worked out in the State 
office and is ready when it is known where such help is 
needed. The National Association has also added a field 
worker who will devote all his time to helping in state Asso- 
ciation work. 

Emphasizes Value of Co-operation Organization. 

There is a growing need in Minnesota as well as in other 
states for a movement that will draw all retail merchants 
more closely together in order to consider many needs which 
are common to all. Minnesota Retail Hardware Association 
is the strongest State retail association and the best organized 
and it would seem that you are the one association to first 
move for such an organization. The retail merchant’s first 
big problem is himself and his own business. His next prob- 
lem must be his associates in the retail business in his own 
town. Each class of retailers have their individual problems 
while most retailers’ problems are common to all classes 
Many classes are doing nothing because they have no associa- 
tion. They are not able to maintain one or do not know 
how to organize. 

The Stronger Help the Weaker. 

In the Minnesota Retail Hardware Association is the 
opportunity where the strongest hardware men are helping 
the weaker. With this idea carried into a larger field the 
Minnesota Retail Hardware Association would be the op- 
portunity where the strongest organized retailers could hel: 
the weaker. If all Trade Associations could center into one 
Federation headquarters, it would furnish an opportunity 
when the Minnesota Retail Hardware Association and other 
strong associations could help the weaker trades to become 
organized and in this way materially strengthen the influence 
of all retailers. 

Shows Wide Field for Co-operation. 

Hardware retail merchants should co-operate for the in- 
terest of the hardware business, so should hardware mer- 
chants co-operate with the dry goods merchants, grocers, and 
druggists as well as all the retail merchants for the best good 
of the retail merchant as a class, and in this class is everyone 
who is selling goods at retail. Co-operation cannot be accom- 
plished as long as the hardware and all other classes are 
working alone as individuals. Some classes are not able of 
themselves to organize, although they would be willing to 
help support a federated organization. The Hardware Sec- 
retary going into a town of 2,000 finds only two, three or 
four retail hardware stores for him to see, but finds twenty 
retail stores in the town. A representative of a federation 
would be interested in all of these twenty stores. 

What a Federated Secretary Could Accomplish. 

A federated Secretary’s work would be to secure members 
for the Hardware Association, also members for the jewelry, 
grocery, dry goods, butchers and all other organized associa- 
tions; also to get all the merchants together for such work as 
might be needed in the town. Instead of 12 or 15 secretaries 
covering the entire State, hitting only the high places, there 
could be subdivisions and with 12 or 15 federated association 
representatives each one then could give all the time neces- 
sary for him to do a more thorough work in his subdivision 
by securing membership for each individual class as well as 
special work in helping the town. 

Inefficient Retailer Must Go. 

Sooner or later we must discover that it is towns we 
must help in order to help merchants, and in order to help 
a town it means helping all classes of merchants, even 
though it would not be possible to help merchants who are 
dead and only waiting for an undertaker. The one big 
question before the people of the whole nation is conser- 
vation, cutting out waste by eliminating the less essential 
saving in fuel, travel, and in every way possible to increase 
efficiency as well as net profits. This may in the near future 
eliminate the inefficient retail merchant in order to help the 
efficient by increasing his volume of business so that he i 
time may be able to reduce his cost of doing business and 
thereby reduce his price to the consumer. 

Eliminate Waste in Organization. : 

Is it not then possible that we who are studying this 
problem of waste should begin to figure how we could elimi- 
nate waste by confederating association work, aiming at less 
organizations, but more assistants under one management, 
while maintaining an organization for each individual line. 
In a speech made by Mr. Bert, president of the Institute 0 
Bankers, also chairman of Lloyds Bank in London, he said 
“The day of small industries on individual lines is gone. Our 
manufacturers and traders must organize for united effort. 
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Without such organization many of the obstacles which must 
face us will not be overcome. For ages past this old world 
has been climbing up towards the Great Divide. The last 
three and one-half years we have been ascending the steep 
and dangerous climb, which we hope is near the crest and 
now we will soon be on the other side. What will it be over 
there? Will it be competition, strife, each one grabbing for 
the largest and best, or will it be co-operation in the business 
world and a spiritual binding together of men, making this 
old world so happy that we will forget the price now being 
paid for democracy?” 

In closing I wish to report having visited in 122 towns: 
traveled during the year 10,507 miles; been away from the 
office 78 days. I wish to thank the large number of members 
who have contributed to the freight audit and collection 
departments, making the past one of the best year’s work. 





CONVENTION OF MISSOURI RETAIL HARD- 
WARE ASSOCIATION SHOWS PROGRESS. 


Despite the many disadvantages incident to the war 
which have transpired since the last annual meeting, 
the convention of the Missouri Retail Hardware As- 
sociation which was held in St. Louis, Missouri, Feb- 





Frank C. Thorpe, President Missouri Retail Hardware 
Association. 


ruary 19, 20, and 21, 1918, brought to light evidences 
of considerable progress during the last twelve months. 
The membership is stronger than ever and more dis- 
posed to practice a closer co-operation of interes 
through their organization. Hundreds of the sons of 
the Missouri retail hardware dealers have volunteered 
and joined the colors. The Association has invested 
$30,000 in the First Liberty Loan. The patriotism of 
the Missouri Retail Hardware Association is of the 
kind that demonstrates itself in deeds rather than in 
words. This fact is made evident in the annual address 
of Frank C. Thorpe, president of the organization, the 
full text of which is herewith appended : 
Annual Address of Frank C. Thorpe, President Missouri 
Retail Hardware Association. 


This opportunity to address you for the second time as 
President of our organization, gives*me much pleasure, and | 
do so fully realizing the responsibilities that are now rest- 
ing on our shoulders. Conditions in our national, and daily 
business life have very materially changed since our last 
annual convention, and what the future may hold for us is 
not apparent at this time. Suffice to say that we all have 
faith in the Supreme Being and this great country of ours 
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and that the outcome of this great struggle will be a lasting 
and permanent peace. 

Relates Changes Wrought by War. 
At the time we were holding our last Convention, the 
impending storm had not yet come upon us. True there were 
faint mutterings, the terrible U-boat was still held in leash, 
and our fair land was at peace with all the world. Today 
war’s discordant notes have risen till they reverberate into 
the most remote places of country. Many a home circle 
has already been broken, and we have only” just started to 
begin to feel the price that we must pay, ere Democracy and 
the freedom to live our lives in liberty, and the pursuit of 
happiness, as we see fit is established, in place of Imperialism, 
and rule of Right by Might. 

Says Hardware Dealers Are Loyal. 

It is a well known fact that the hardware dealers through- 
out the whole country are, with but very few exceptions, 
amongst the most ardent and loyal supporters of our Gov- 
ernment and its officers. Our National organization, last 
June while assembled here in St. Louis, “showed” Missouri 
Style, how we as a body stood by buying $30,000 of the first 
Liberty Loan. Hundreds of our sons volunteered and joined 
the colors, other large numbers of our boys accepted the 
draft quota and went without a murmur to the training 
camps. These things all speak well for the retail hardware 
man, and show that he has higher ideals than just “making 
money” or as ofttime the case, keeping his competitor from 
doing so. 

Manufacturers and Jobbers Are Patriotic. 

The hardware jobbers and manufacturers have been no 
less loyal in their support of the Government, for they too 
have furnished large numbers of their best men, in the Army 
and Navy. I take this time especially to make mention of 
one of our jobber friends that is giving all of his time and 
paying his own expenses for the benefit of the American Red 
Cross, and its work—George W. Simmons, who has charge 
of the Southwestern Division, and the result of his excellent 
work shows that he is putting the K. K. Kick into it. Mr 
Simmons is now in France and Belgium investigating con- 
ditions so that the work shall proceed even more efficiently 
in the future. 

Praises Patriotism of the Women. 

The war, as we all know, has brought about conditions, 
that we Americans never dreamed we would tolerate, much 
less submit to. Five years ago what would we have said to 
Herbert Hoover and his “wheatless” “meatless” “heatless” 
and 10 per cent less “sweetless” days? Yet we are doing 
these things, and bragging how much “My wife is saving,” 
and may God bless her, for if it was not for the “true blue” 
patriotic wives and mothers of our country, “Hooverism” 
and all that it has accomplished would be a blank 

Dealers Must Anticipate Their Wants 

Similar conditions prevail in the conduct of our business 
We find that we cannot buy merchandise as we were accus 
tomed to. Restrictions as to quantities and time of ship 
ment work a hardship on many of us not close to the large 
cities where we can get quick delivery, to replenish our de 
pleted stocks; and as time goes on we find the “out of, please 
reorder” sign more frequently on our invoices than charges 
for goods shipped. Freights are moving so slow that the 
live dealer must anticipate his needs weeks and months ahead, 
where in the past days and not many of them were sufficient, 
to procure his merchandise. 

Those dealers who in 1916 and 1917, were not timid and 
hought heavily and sold their wares at a price based on the 
market at time of sale have and will reap a fine profit. It 
is a fact that the dealer that has made this his practice is one 
that nine times out of ten belongs to the Association, and is 
a discounter of his bills, while the fellow that sold his goods 
on basis of what he paid is having his credit investigated by 
the commercial agencies, and credit bureaus, and his jobber 
is out of far more goods than the poor dealer receives 

Advises Buying Staple Merchandise in Quantities. 

It is my belief that the hardware dealer is safe in buying 
all the staple and useful merchandise that he can pay for at 
the present time, and get in his possession while the “getting 
is good.” The people in your community will need hard 
ware, and it is your duty as a merchant to see that wants 
are supplied. Do not be a “slacker” on account of the high 
prices, ‘be a “militant” hardware dealer; get the goods; sel! 
them at a living profit on your investment and the service 
that you render. 

Says Insurance Should Be Based on Market Values. 

As I have suggested that the dealer should carry good 
stocks, allow me to advise that you insure them in our Hard- 
ware Mutual Insurance Companies up to 80 per cent of their 
full market value, not invoice value, for if you meet with 
loss you will have to pay market price for the goods that 
you buy to resume business. I am sorry to Say that many 
dealers are carrying insurance based on old time invoice 
values, and if you have not already done so, when you go 
home, invoice and mark up your stock on basis of today's 
values, and get “under cover” with your insurance 





Urges Membership Campaign. 

Regarding our Association work, | feel that one of the 
things that will make us stronger, is for each member to do 
more personal work in his immediate vicinity. Let us try 
this during 1918 and see if each member cannot add at least 
one new name to our number and thereby put Missouri in 
rank with the other big state Associations. Our percentage of 
gain in membership during the past five years has been 113 
per cent, while our nearest competitor has gained 55 per cent 
in the same time, we still have a large number of dealers 
that do not belong to the Association, let us make an earnest 
endeavor to get them in and thereby hold our lead amongst 
the states on increase of members. We will be helping our 
brother dealers and making our organization better and 
stronger. 

Has Had Good Co-operation in His Work. 

During the two years that I have been your presiding 
officer I have endeavored to build up our Association mem- 
bership, and have had the hearty co-operation of a large por- 
tion of our members, and while the results have been fair, I 
would have been pleased to have turned over to my successor 
with still more accomplished. These two years have been 
very pleasant ones to me, and the friendships made, and 
courtesies extended are valued amongst my most treasured 
possessions. I hope that we may make this Twenty-first An- 
nual Convention the best and most profitable one that we have 
ever held. Remember the Convention is yours; make good 
use of it for your own improvement as a better and more 
efficient hardware dealer. Try and take home to your own 
store some new idea or plan to make your living and success 
as a merchant just a little better than when you came. 

Asks Full Support for His Successor. 

It is the main thing of all our Association work, to take 
a little of the burden from our shoulders, and help the other 
fellow some with his load of troubles and cares. In conclu- 
sion I wish to thank each and every one of you for all the 
honors that you have given me, and assure you that the Mis- 
souri Retail Hardware Association or any of its member- 
ship, has my loyal support for any aid or support that I can 
give to them. [| kindly ask that you support and help my 
successor as faithfully as you have me. 

“e- 


MODERN CASH REGISTER PROTECTS 
PROFITS OF DEALER. 


Owners of small hardware stores often neglect get- 
ting a good cash register. The result is that very often 
when they figure up their sales they find that they are 
short in their cash. Frequently the shortage is of a 
serious nature. The storekeeper loses a great deal of 
time trying to find out whom to blame. The shortage 
is usually due to carelessness. Some clerk has forgot- 
ten to charge goods sold on credit. It often happens, 
also, that mistakes are made which lead to disputes 
with customers. Many times good customers are lost 
in this way. It 
is wise, there- 
fore, for store 
owners to get a 
good cash regis- 
ter such as, for 
example, the 
National Cash 
Register, illus- 
trated herewith, 
and manufac- 
tured by the Na- 
tional Cash Reg- 
ister Company, Department 13801, Dayton, Ohio. It 
is claimed that this cash register prevents mistakes in 
change, and protects the dealer’s profits. It makes 
each clerk responsible for every sale he makes. The 
company advises the storekeeper to use its credit file 
together with its cash register. These two articles, it 
is declared; form the best credit system possible for 
retail stores. Hardware dealers will, no doubt. find 
it profitable to fill out the coupon at the bottom of 





National Cash Register. 
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the company’s advertisement appearing in this issue 
of AMERICAN ARTISAN AND HARDWARE REcorD. Par- 
ticulars will then be sent to them regarding the 
National Cash Register System for hardware stores. 
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WHAT BUSINESS SHOULD GIVE. 


It is said that there are three things a man should 
get out of his business—profit, permanence and pride. 
Without profit it isn’t business but only a hobby. 
Without permanence, it’s only an existence. 

Without pride, it’s only drudgery. 
~o- 


. RETAIL HARDWARE DOINGS. 


Arkansas. 

The Johnson Avera Hardware Company, Newport, has 
changed its name to the Johnson Cloyes Hardware Company. 

Illinols. 

The Monarch Hardware Company, Chicago, has been in- 
corporated with a capital stock of $5,000 by Harry M. Rosen- 
blum, Mary Wolf and Samuel Spitzer. 

: lowa. 

Fred Kirkendall, Beaver, has sold his hardware stock to 
Robert E. Kirkenham. 

Fink and Mosier have purchased the Zumach and Voigt 
hardware store at Fenton. 

W. Ley has sold his hardware business to H. Furst, who 
will continue at the same location. 

The hardware and general merchandise business of Mc- 
Mahon and Sons at State Center has been incorporated with 
a capital stock of $25,000 by J. L. McMahon, C. H. McMahon 
and I. C. McMahon. 

Kansas. 

E. R. and G. F. Clark of Caldwell will go to Highland, 

Montana, where they will engage in the hardware business. 
Minnesota. 

The Burtrum Hardware Company, Burtrum, has been in- 
corporated with a capital stock of $25,000 by Gustav C. Per- 
sons, Charles M. Babcock and Fred R. Burrell. 

John Anderson has sold his hardware store at Dodge 
Center to D. D. Sykes. 

P. M. Morneau has purchased the interest of C. FE. Falk 
in the Falk Hardware Company at Elk River. 

Missourl. 

The Crane Hardware Company, Crane, has moved into 
the Red Front Building. 

The hardware firm of Arnold and Hild at Edina has dis- 
solved partnership, Mr. John P. Arnold continuing the busi 
ness. 

M. Clevenger has purchased the store building now occu- 
pied by the Murphy Hardware Company at Bellflower. 

J. C. Kessler has purchased a new stock of hardware 
which he will install in the Frost Building on West Third 
Street, Maryville. 

Montana. 
Paul E. Hubbard, Baker, has bought a hardware store. 
Nebraska. 

Nitz and Swoboda, Dodge, have sold their hardware busi- 
ness to the McKnight Hardware Company. 

C. A. Strickler has disposed of his hardware store in 
Hildreth to O. W. Hinrichs. 

The hardware store of C. N. Cottrell at Imperial was 
destroyed by fire with a loss of $20,000. 

North Dakota. 

Henry Cordis, Center, has taken over the hardware and 

implement stock of the Center Mercantile Company. 
Oklahoma. 

The Hoppe Hardware Store, Blackwell, has been sold 
to H. C. Gearhard, W. F. Gearhard, Ed Alder and Mrs. J. M 
Gearhard and will be known as Gearhard Brothers and Alder 
Company. 

Texas. 

The Plainview Hardware Company, Plainview, has 

creased its capital stock from $10,000 to $20,000. 
Wisconsin. 

Henry Chandler has sold his interest in the Montfort 
Hardware store at Montfort to Andrew Johnsrud. 

The hardware store of James Manley at Bancroft wa: 
destroyed by fire. 

J. J. Stangel Hardware Company, Manitowoc, has opened 
a wholesale and retail hardware store. 

Stelzer and Krieck, Mishicot, hardware dealers, have be 
succeeded by Stelzer and Schmidt Company. 
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ADVERTISING: CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








ADVERTISING REQUIRES INTELLIGENCE. 


The day is past when the retail merchant may insert 
a two by four card in the local newspaper, calling at- 
tention to the fact that he is “still doing business at 
the old stand,” or has “just received a carload of fer- 
tilizer’” and expect to get results. His advertising 
must be so designated that it will present real selling 
arguments; it must show the prospective buyer how 
the article advertised is a necessity to his business or 
how he can, by using it, effect some financial gain. 

* * * 

In this day of universal public education, there is 
no excuse for glaring blunders of grammar in an ad- 
vertisement. Whatever serves as a brake upon the 
easy progress of the mind in reading an advertisement 
is detrimental to the effects desired from the message. 
The reader coming upon a grammatical error, such as 
that in the third line of the advertisement of Whitney 
Hardware Company in the Albuquerque, New Mex 
ico, Morning Journal, has his attention distracted by 


Last Call 


Get Your Kitchen Scale Today 
As There Is Only a Few More Left 


WE PAY YOU FIFTY CENTS 


To Put One of These Scales in Your Kitchen 


Cast Cooking Ware 


On sale at less than half its present worth. 
See Our Window 


Whitney Hardware Co. 


R. F. MEAD, Manager 
307 West Central 





























Phone 76 


the grammatical flaw. This weakens the pulling power 
of the copy, because any unfavorable impression no 
matter how insignificant it may be, operates against 
the purpose of publicity. The layout of this Whitney 
Hardware Company advertisement offers little occa 
sion for criticism. It is typographically praiseworthy. 
The chief objection which suggests itself is the very 
common one of neglecting specifically to quote prices. 
* * * 

The advertisement of Stevens Hardware Company, 
which appeared in the Dublin. Georgia, Courier-Her- 
ald, has the same defect which is noted in so many 


hardware advertisements, namely, neglect to quote 
prices. No fault can be found with the arrangement 
of the advertisement insofar as its type and argument 
are concerned. The ample use of white space merits 
unqualified approval. The illustration is properly pro- 
portioned to the total of the advertisement. Unlike 
many stove illustrations, it is sufficiently distinct to 
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Wetter’s Superb 
COOK STOVES 
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Made in the heart of Tennessee, where the beet 


stove material on earth is found. 
They are simple, easy to operate, durable and 
economical. 


We expect to hold our present prices, just as 
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long as possib e and it will pay you to buy at once. 


Stevens Hardware Co 


“The Home of Good Hardware and Farm 
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convey a proper idea of the commodity. [:xception 
is rightly taken to the concluding paragraph of the 
advertisement in which the statement is made: “We 
expect to hold our present prices, just as long as pos- 
sible and it will pay you to buy at once.” Although 
reference is made in this paragraph to present prices, 
the prices themselves are not mentioned. The adver 


tisement would be much more effective in the produc 


tion of sales if precise figures were given. Then the 
argument that it would pay the customer to buy at 
once because of the implied likelihood of an advance 
in prices would have much greater power of persua 
ston. 
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HEATING AND VENTILATING 








SHOWS WAY TO CORRECT FAULTY 
INSTALLATION OF WARM 
AIR HEATER. 


One of the functions of a trade journal is that of 
serving as a medium for the exchange of ideas be- 
tween the people actively engaged in an industry. In 
addition to news having direct bearing upon the inter- 
ests of the trade and instructive articles of general 
and technical value, a properly conducted trade jour- 
nal should act as intermediary among its subscribers. 
Problems are coming up for solution every day. Dif- 
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Correction of Faulty Installation Suggested by John L. Mins 
of University Place, Nebraska. 


ficulties arise which are not foreseen in text books 
dealing with the general technology of a given in- 
dustry. 

It sometimes takes years before these problems 
find their way into the pages of standard books on 
the question. In the meantime those directly affected 
must work out some sort of an adjustment for them- 
selves. There is much truth in the old saying that 
two heads are better than one. In a multiplicity of 
counsel there is wisdom. It is precisely in this phase 
of the matter that the trade journal is indispensable. 
A practical illustration of the service which we are 
able to render to our subscribers and readers is to be 
found in the solutions which have been appearing 
from week to week of the heating problem which was 
published on page 34 of the January 26, 1918, issue of 
AMERICAN ARTISAN AND HARDWARE REcorD. The 
correction for the faulty installation of the warm air 
heater described in that issue which is herewith given 


comes from John L. Mins of University Place, Ne- 
braska. His solution is as follows: 


To AMERICAN ARTISAN AND HarbWAreE Recorp: 

I am submitting a plan to correct the faulty instal- 
lation for George P. Hindert of Minonk, Illinois, 
which I hope will help him. By moving his warm air 
heater he can equalize the heat travel, thus assuring 
a better distribution of heat. By lining the joist on 
over to the warm air heater and adding more cold air 
from the dining room or the rear hall, he can have a 
successful system. He must have the same capacity 
of cold air as he has had. 

° Joun L. MIns, 
with H. M. Wineland. 
University Place, Nebraska, February 18, 1918. 

eas ae 
PIPELESS. ONE-REGISTER WARM AIR 
HEATER PROVES PRACTICAL. 





When a new theory or device is first introduced the 
first questions which are asked are, “is it practical ?” 
“Will it work out?’ It is the business of the people 
who advance the theory or device, therefore, to sce 
to it that it is practical, and to be able to demonstrate 
the fact. If this can be done, the theory or device is 
accepted. If not, it cannot last. An illustration of 
this is afforded in the heating and ventilating line. 
When the Modern Way Furnace Company of [ort 
Wayne, Indiana, first introduced its Modern Way 
Pipeless Single Register Warm Air Heater, shown in 
the accompanying illustration, there were many peo 
ple who asked, “Is this warm air heater a practical 
one?” “Can you satisfactorily heat a six or seven 
room house from a single register?” The manufac- 
turers showed that this could be done by the following 
reply: “Could you fill the 
same house with water from 
a single pipe? You must 
agree that this can be done. 
In the first place, all heat is 
generated from a _ combus- 
tion chamber in the warm air 
heater. The comparison 
comes to this: does it make 
any difference whether we 
lead a dozen pipes from this 
combustion chamber or take 
a single pipe, providing that 
Modern Way Pipeless One-the pipe is sufficiently large 
Register Warm Air Heater. to carry off all the heat that 
is generated from the combustion chamber. The same 
rule must apply since heat and water are alike in that 
heat seeks its level the same as water. The heat forc- 
ing the cold air downward through the cold air regis- 
ter, with an equal pressure at all points, just as water, 
would remain at a constant level forcing the air ahead 
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‘of it.” For proof of the theory being practically ap- 


plied, the Company refers to its long list of satisfied 
customers. It is further maintained that this warm 
air heater gives the greatest amount of heat with the 
use of less fuel. The company’s catalog number 6 
contains valuable information regarding its warm air 
heaters. This, together with all other information de- 
sired, may be obtained by writing to the manufac- 


turers. 


e- 


DEFLECTING REGISTER SUPPLIES LARGE 
VOLUME OF HEAT AND IS SANITARY. 





The amount of heat which a register can supply is, 
of course an important consideration to the buyer. 
Many registers which are able to supply a small amount 
of heat, fail utterly when a large volume is demanded, 
because they are not properly made. Whenever a 
large volume of heat is required it is necessary to use 
a register which is capable of supplying it such as, 
for example, the Walworth Deflecting Registers, one 
brand of which is herewith illustrated. The convex 
face of these sidewall and baseboard registers gives 
them a large air opening which, it is said, insures full 
capacity. Another strong feature which, it is claimed, 
makes these registers appeal to the buyers is that 


they are sanitary. 


F* 





Walworth Deflecting Register. 


By simply turning a button the entire face and de- 
flecting plate can be removed for cleaning off the dirt 
and grime which is sure to accumulate on anything that 
is exposed to the continued circulation of the dust 
laden air. According to the manufacturers, this style 
of register is fast taking the place of the floor register 
as it does not interfere with the placing of furniture, 
rugs or carpets. An additional advantage, it is de- 
clared, is to be found in the method of fastening these 
registers to the wall, pipe, or stack head. The con- 
struction is such that they can be fastened in a very 
short time without the aid of a tool of any kind. Be- 
sides possessing these features, the registers are also 
said to be highly ornamental. The latest catalog is- 
sued by the manufacturers may be obtained by ad- 
dressing The Walworth Run Foundry Company, 
Cleveland, Ohio. 
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HEATING AND VENTILATING ENGINEER 
DESCRIBES SIMPLE METHOD OF 
VENTILATING GARAGES. 


The importance of correct garage ventilation has 
recently received new significance from a number of 
deaths, which have been caused by the accumulation of 
deadly exhaust gases. <A revival of interest in the 
question was stirred by the inquiry published on page 
44 of the December 29, 1917, issue of AMERICAN 
ARTISAN AND HarpWARE Recorp. C. W. Obert of 
New York City, secretary American Society of Heat- 
ing and Ventilating Engineers, contributions a solution 
of the problem which deserves careful study in the 
following article: 

Ventilation of Garages. 
By C. W. Obert, New York. 

Since the use of the gasoline automobile has become wide- 
spread, there has arisen a detinite need for ventilation re- 
quirements !n garages, motor car repair shops and in fact 
enclosed spaces in which gasoline motors are operated. For 
reason of the invisibility of the exhaust gases from these mo- 
‘ors it has been customary to operate them indiscriminately, 
whereas it is interesting to note that in no case would any 
other form of combustion device, such as a stove or forge, 
be operated indoors, without a chimney connection. Ina num 
ber of instances deaths have occurred as a direct result of 
confinement in limited spaces where the air has become con 
taminated by the exhaust gases from such motors, and in 
many other cases great discomfort has arisen from such con- 
tinuous operation in larger spaces having inadequate facilities 
for ventilation. 

While it is true that the cases in which deaths have oc- 
curred have been largely those where motor vehicles have 
heen operated in small garage buildings with the doors entirely 
closed, generally in cold weather, still the result is indicative 
of the danger that is present. Usually in such cases the mo 
tors have been operated with their carburetors poorly ad 
justed so as to give improper mixtures, or chemicals have 
been injected into the cylinders perhaps for the removal of 
carbon, and the result has been the formation of carbon 
monoxide or some other deadly gas in sufficient quantity t 
cause the death of the operator from asphyxiation or gas 
poisoning. These occurrences have been sufficiently frequent 
during the past winter season for a number of health boards 
in various cities to have given serious consideration to an iti 
vestigation of the entire problem of garage ventilation 

In the public garages and the motor car repair shops, the 
danger has been less pronounced owing to the larger interior 
spaces and the greater opportunity for dilution of the poison 
ous gases. The result is in such cases rather one of discom 
fort to the occupants of these spaces. The presence of such 
obnoxious gases is, however, undesirable for many reasons, 
the most notable of which are the health of the occupants and 
the interference with workmen who may be occupied in thei 
presence 

In the case of the large automobile or motor manufa 
turing shops, it is the general practice in the motor testing 
rooms to provide adequate means of ventilation, as here the 
motors run continuously, and in the development period of the 
industry it was soon found that such ventilation was essen 
tial to not only the comfort, but the health of the employees 
In these large shops it is interesting to note that provisions for 
ventilation have been carried to the utmost extreme, exhaust 
arrangements heing provided for all cars whose motors are 
required to operate for any length of time indoors. And it is 
the possibility of application of this practice to the cases of 
public and private garages that is the purpose of this paper 

Before reviewing the attempts that have been made in 
this direction, it may be well to point out the fact that one of 
the particular dangers of these deadly gases is the fact that 
they have practically no distingushing odor or manitestation 
to warn those who may be affected against their presence. 
Such eases may develop from improper carburetor adjustment 
or frem faulty ignition in the motor, and may increase to a 
sufficient extent if the doors are closed to become dangerous 
to persons breathing that atmosphere before they become 
aware of any contamination. In the many cases of deaths in 
small garages reported during this winter, the victim apparent 
ly made no effort to get out into the open air, but merely 
dropped where he stood, due to the quick effect of gas pot 
soning; he was apparently overcome so quickly as to be 
powerless to help himself or call for help. Herein lies the 
wisdom of the health boards issuing a warning to all occu 
pants of small garages against this danger, with preferably 
the suggestion of possible means of prevention of the trouble 
While means for prevention of this trouble are the sim 
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plest in the small private garages, this type of building is, 
however, that in which such ventilation is most needed. Ac- 
cordingly some of the arrangements worked out for such cases 
that have come to the writer’s attention will be referred to. 
That most generally used is the rubber hose or flexible metal 
tubing with one end slipped over the outlet of the muffler pipe 
of the motor car, and the other end passed through the side 
of the building to the outer atmosphere. This arrangement 
works out entirely satisfactorily, provided the hose or tubing 
fits closely on the muffler outlet. If, however, the hose or 
flexible tubing is larger than the muffler outlet, the effective- 
ness of the arrangement is impaired, as in case of a strong 
wind pressure on the side of the building through which the 
hose or tubing outlet passes, there is danger of a strong cour- 
ter-current back into the interior of the garage. 

There is also, with this arrangement, the possibility of 
damage to the motor car if it should be backed out of the 
garage hefore removal of this connection. This will be evi- 
dent when it is considered that in most cases motor cars are 
run front-on into such garages and are then necessarily backed 
out when leaving. If the trouble be taken to back the car in, 
this difficulty would not arise, as when it is run out, the hose 
or tubing, if left on, would automatically pull off the muffler 
outlet. 

The more desirable arrangement is to have such hose or 
flexible metal tubing pass out through the roof or upper por- 
tion of the building, being suspended from the ceiling to the 
point of muffler connection, where it would be not only con- 
venient to apply, but also be easy of access, easily seen and 
free from possible damage as a result of lying on the floor. 
If the car is liable to be run into the garage either head fore- 
most or backed in, it is well to provide an outlet connection 
at cither end of the car space, or better yet, to provide one 
only at the rear with the stipulation that the motor shall not 
be run for testing purposes unless the car be backed into the 
garage, where the muffler connection can be easily made. 

For the case of the large private or public garage, the 
conditions are radically different in that the interior spaces 
are large, thus reducing the possibility of air pollution from 
a single motor, and also in that the opening of large doors 
permits frequent air changes. In cold weather, however, when 
the tendency is to kétp doors and windows closed, the need 
for such ventilation becomes imperative and it should be 
studied from the standpoint of both safety and comfort. In 
this class of garage, there are two sets of conditions that are 
commonly encountered, one where the motors are ordinarily 
operated only for shifting purposes, and the other where mo- 
tors are operated continuously at times for purposes of ad- 
justing or testing. The latter condition, which is that of the 
motor car repair shop also, will be considered first. 

The usual tendency in the cases where motors are liable 
to be operated continuously is to provide for individual ex- 
haust connection to the outlets of the mufflers, with fan suc- 
tion to remove the exhaust gases to a flue or to the outside of 
building. An arrangement which has been used is that of an 
exhaust pipe carried along a side wall near the floor line with 
a number of plugged outlets to which flexible conduits may 
be attached where desired. The connections are necessarily 
carried over the floor to the position in which the motor car 
may happen to stand. Such an arrangement is used in the 
repair shop division of a large garage in New York City. In 
this case the exhaust main was of 3 inch galvanized iron rain 
conductor with 2 inch outlets soldered in at intervals, which 
when not in use were kept capped. This was very effective 
and proved economical, as the motor operating the exhaust 
fan was in use only when a car was under test. 

In another case, a similar system was designed by the 
author for a motor car repair shop located in Brooklyn, New 
York, in which the exhaust main was located overhead with 
arrangements for connections by hose to the muffler outlets 
of the cars under test. This installation also proved work- 
able and economical and was entirely satisfactory. In this case 
the exhaust fan was belted to the line shaft in the machine 
shop division which adjoined the repair floor. The fan de 
livered into an unused chimney flue at the rear of the building 
and was connected on the inlet side to a 2% inch main thai 
extended over the aisle between the two rows of cars under 
repairs. Tees were inserted in this main at about 8 feet in- 
tervals with capped 1% inch nipples pointing downward, so 
that a hose connection could easily be made to muffler outlet 
at the rear of any of the cars in position on the floor. 

The cost of operation of this svstem was insignificant, as 
the line shaft was running practically all of the time and the 
load added by throwing on the exhaust fan was negligible. 
The cost of installation was also very slight, as an old pres- 
sure blower was adapted for this purpose and the pipe con- 
nections were short and simple. The results were wholly sat- 
isfactory. Whereas, before installation of the system, the 
vases often became so dense as to cause the workmen much 
discomfort, with this arrangement there was no ill effect or 
even any odor imparted to the workroom. Its value appeared 
also in another way. namely, in preventing the discharge of 
dense smoke into the building when an overhauled motor, 
freshly charged with a surplus of lubricating oil, was first 
started. Before the svstem was used the building customarily 
became filled with smoke under such circumstances and much 









discomfort was caused, as well as total stoppage of work in 
the shop. The exhaust system remedied this condition entirely. 

In the case of shops or garage rooms where motors are 
ordinarily operated for purposes of shifting cars only, the 
necessity of exhaust systems with direct connections to the 
mufflers of cars is obviated, and such arrangement is, in fact, 
impossible owing to the uncertainty of location of cars. Here, 
however, the requirement for ventilation exists for two rea- 
sons, one for the removal of exhaust gases from the motors 
and the other for removal of fumes of possible leaking gaso- 
line, which involves a serious fire hazard. For the removal 
of the latter, floor exhaust openings are most desirable, and 
have been found effective for motor exhaust gases under such 
conditions as well. The efficacy of this plan of ventilation lies 
in the fact that the objectionable gases which are heavier than 
air lie near the floor and the exhaust openings at the floor line 
tend to remove them first. : 

In a garage located at Glens Falls, New York, ventilation 
is accomplished by an improvised arrangement of a blower 
connected to supply fresh air through several openings near 
the floor line, exhaust being effected through openings near 
the ceiling. This would under ordinary conditions be effectiv« 
in clearing the interior space except with unfavorable out 
side wind pressure, which might be such as to annul the effect 
of the blower supplying air to the interior. The natura! 
method of avoiding this is, of course, the use of a rotatable 
chimney cap, or its equivalent. If the foul air outlet is 
through the side wall, an arrangement of flap dampers wil! 
prevent any trouble from back flow, resulting from wind 
pressure. 

An interesting ventilation scheme is in use at the mant- 
facturing shops of a motor car company at Lansing, Michigan 
The completed motors are there given their block test in a 
high saw-tooth building, where each motor is put under heavy 
load against an electric dytiamo. This results in an extreme 
heat and necessitates good ventilation. 

The method is to provide fresh air at the lower levels of 
the room and take out the heated air at the top. Several (i 
inch disc exhaust fans are mounted in the different sections 
of the saw-tooth roof. Then at intervening points large down- 
take pipes supply the fresh air. These down-takes make usc 
of a sort of reverse chimney effect, inasmuch as they are 
filled with cold air and pass through the upper warm air 
region. Considerable care was taken to keep the outlets a 
sufficient distance from the inlets, as otherwise it would result 
in returning the heated air to the men. In the winter time 1 
fan heating system assists in moving the air, while in the sum 
mer this is allowed to run with the coils shut off, aiding tli 
ventilation. 

“e- 


ASBESTOS CEMENT FOR WARM AIR HEATERS 
IS USEFUL TO DEALERS. 


Dealers who sell warm air heaters, ranges, and 
stoves should always have in stock a supply of good, 
strong cement. It is an indispensible article in their 
business. The Nickel Plate Stove Polish Company, 
358 East Illinois Street, Chicago, Illinois, claims that 


Cement, as this product is 
called, is said to be fire and 
acid proof. It is also declared 
that this cement hardens quick- 
ly, and adheres to anything. 
— The manufacturers maintain 
Russian Asbestos Cement =e 
For Warm Air Heaters, that because of the materials 
used in its composition this cement is very valuable 
for use on warm air heaters, ranges, and stoves. The 
dealer is advised to order a can from the company. 
Particulars as to prices, etc., will be sent to the dealer 
upon request. 
iliac 
There is, according to students of the question, only 
one general panacea which is calculated to eliminate 
the ills of the civic body as represented by the average 
small town and its business and commercial enterprise. 
That panacea takes form in the organization of an 
association or a club in which the farmers have an 
equal share and an equal responsibility with the busi- 
ness men. 
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| PRACTICAL HELPS FOR THE 
TINSMITH 











PATTERNS FOR INFANT’S BATH TUB. 


sy O. W. Korue. 

Country town tinners meet with the pleasure of mak- 

ing one of these tubs every now and then; especially if 

the customer wants a heavy material of special dimen- 

: sions. 
making the length A-B to suit. 
tom of plan making A-B to correspond. 


The first thing is to draw the side elevation 
Next draw the bot- 
Make the 

















ing the spaces from plan as shown. Draw radial lines 
from the center X, extending them from above to 
where the top line will come. From each point in ele- 
vation as d’-3’-2’-1’ project lines to the side line C-A. 
This establishes the altitudinal height on the true 
length line. Next from the center X, sweep them into 
pattern onto lines of similar number and trace the 
curve as shown. 

For the pattern of head the same holds good by set- 
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Patterns for Infant’s Bath Tub. 


width of the large end e-f and also the foot end c-d to 
the diameter desired. Then describe the semicircles 
and join the side lines. The workman must be sure 
that he has an equal flare all around and therefore the 
arch C-h-g is drawn. On account of the rise of the 
top line of elevation C-D the width increases in plan. 
In reality this line C-h-g-D is not needed. 
elevation drawn, divide the quarter circle of plan into 
equal spaces and erect lines to the base of elevation as 
in point -2-3-d and 2’-3’-4’-e’. Through point b, and 
a, of plan, extend lines indefinitely, and then extend 
the side lines of elevation as C-A to intersect the center 
line in X. The same holds good with the line D-B to 
intersect the center line in point Y. The workman 
will observe this is identical to the development of a 
funnel of any other conic problem. To set off the pat- 
tern for the foot end, set dividers to X and A as radius 
and sweep the arc A-A. Step off the stretchout, pick- 


Having the 







ting dividers to apex Y abd B as radius. Step off the 
stretchout on the arc 1-1 and draw the radial lines, after 
which cut off these radial lines as shown in points 
1’-2’-3’, etc. 

The pattern for the side can be laid out by making 
c-f equal to the side line in plan. [rect vertical line 
making f-1 equal to 1-1’ of pattern for head, and make 
the 


Laps for 


c-d equal to A-d in pattern for foot. Then draw 
slant line 1-d and the pattern is finished. 
seaming and wiring must be allowed extra. 


- 
> 





The man who is worthy of being a leader of men 
will never complain of the stupidity of his helpers, or 
the ingratitude of mankind, nor of the inappreciation 
of the public. These things are all a part of the great 
game of life, and to meet them and not go down in dis 
couragement and defeat is the final proof of power. 
Elbert Hubbard. 
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GOVERNMENT CALLS FOR WORKERS TO 
HELP IN BUILDING OF SHIPS. 





The United States must have more steel ships now, 
ships to transport our men to Europe, ships to carry 
over ammunition, hospital supplies, and food. With- 
out more mechanics, more ships cannot be built. Two 
hundred and fifty thousand additional skilled work- 
men will be needed in the yards to carry out the ship- 
building program of the United States. Among the 
classes of workmen needed are tinsmiths, sheet metal 
workers, and carpenters. The United States shipping 
board states that such supplementary training as is 
required will be provided at the yards free of cost. 
The men who enroll engage to hold themselves in 
readiness to answer a call for their services in the 
shipyards of the Nation. They will not be called until 
needed for work in a particular yard and for a par- 
ticular purpose, and will be paid the prevailing wage 
in the yards. Men will be called to yards as near to 
their residences as possible. The men who enroll are 
not because of their enrollment exempt from the draft, 
but it is to be borne in mind that men who are at work 
in the shipyards now are placed in a deferred classi- 
fication under the draft. The need for men is urgent. 
very nail driven is a blow at the kaiser. Every ship 
turned out now brings nearer the victory of democ- 
racy. Each sheet metal worker or carpenter who 
enrolls now means more ships built and more help in 
winning the war. 
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CHICAGO SHEET METAL CONTRACTORS 
HOLD MONTHLY MEETING. 








Making up in enthusiasm for what it lacked in at- 
tendance, the regular monthly meeting of the Allied 
Sheet Metal Contractors’ Association of Chicago, was 
held Tuesday evening, February 19, 1918, at eight 
o'clock in the rooms of the Hardware Club of Chi- 
cago. In the absence of the president, his duties were 
discharged for the evening by O. M. Bales. Plans for 
a vigorous campaign for members were outlined and 
discussed. W. W. Lockwood, secretary, pointed out 
how the close business friendship and co-cperation 
between the members was beginning to strengthen 
the Association. He predicted that the growth of the 
organization would steadily, though slowly, increase 
as a result of this friendship and co-operation. Emil 
Renisch, treasurer of the association, proposed send- 
ing out to laggard members the following hints on 
how to destroy an association: 

“Don’t come. 

“If you do come, come late. 

“Tf it’s too hot or too cold, too wet or too dry, don’t 
think of coming. 

“Kick if you are not appointed on a committee, and 
if you are appointed, never attend a committee meet- 
ing. 

“Don’t have anything to say when you are called 
upon to speak. If you do attend the meeting find 
fault with the proceedings and work done by other 
members. 

“Hold back dues, or don’t pay them at all. 
“Never bring a friend who you think might join. 








February 23, 1918. 


“Don’t attend outings, dinners, or any functions 
provided by the association. 

“Don't do anything more than you can possibly 
help to further the association’s interests. Refuse to 
use any talent you have unless paid for it, believing 
that you are the power plant of the whole universe 
and that the entire association would be dark if you 
quit.” 

Interesting talks were made by L. D. Piper, Meyer 
Fakter, A. E. Detwiler, and Frank Cook. At the re- 
quest of the meeting, Richard Moreno, editor 
AMERICAN ARTISAN AND HARDWARE REcorpD, briefly 
outlined the causes which, in his judgment, are most 
responsible for the gradual breaking down of organ- 
izations and the dying out of interest on the part of 
their members. He urged punctuality in the opening 
of the meeting at the time specified in the cali, and 
stated that, in his experience, many flourishing asso- 
ciations fell into decay because of neglect of seem- 
ingly insignificant details. He praised the spirit of 
fraternity which characterized the Allied Sheet Metal 
Contractors’ Association of Chicago, and counseled 
the members to have faith in the future of their organ- 
ization. 
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THE ONE=-HAND POCKET PUNCH PROVES 
CONVENIENT TOOL FOR TINSMITHS. 





The One-Hand Pocket Punch shown below is 
claimed by the W. A. Whitney Manufacturing Com- 
pany, 715 Park Avenue, Rockford, Illinois, to be of 
a new compound leverage movement for tools of this 
kind. It is used for light sheet metal work, the ca- 
pacity being one-fourth hole through number 16 gauge 
sheet iron. Weighing but one-and-one-half pounds, 
and being but nine inches in length, it can readily be 





Tinner’s One-Hand Pocket Punch, Made by W. A. Whitney 
Manufacturing Company, Rockford, Iilinois. 


carried in a workman’s pocket, or in his tool kit. Ac- 
cording to the manufacturers, the best of heavy plate 
steel is used in its manufacture, and the workmanship 
on it is first class in every respect. 

A side gauge, adjusted by set screw, gauges dis- 
tance of holes in from the edge of metal being 
punched. The punches and dies are made in seven 
sizes, from one-sixteenth to one-fourth inch by one- 
thirty-second inch. The Company declares that, con- 
sidering the low price and great value of this tool, 
no sheet metal worker’s tool equipment should be with- 
out one or more of these tools. The manufacturers 
assert that there are over twelve thousand of their 
punches in use, and that among the satisfied customers 
is the United States Government. Full particulars as 
to sizes, prices, etc., of these tools will be sent by the 
manufacturers upon request. 
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ILLINOIS AUTO SHEET METAL WORKS 
LEASES NEW HOME FOR BUSINESS. 


A lease has been obtained by the Illinois Auto Sheet 
Metal Works, now located at 1712 South Michigan 
Avenue, Chicago, Illinois, on one of the old time fash- 
ionable homes on Michigan Avenue around Thirty- 
second Street. The building is the old E. W. Part- 
ridge home at the southwest corner of Michigan Ave- 
nue and Thirty-second Street. It is a handsome three- 
story stone front structure containing about sixteen 
rooms, and was leased to the company for five years 
at an annual rental of $1,800. It is stated that the 
company will use this building for the manufacture of 
automobile parts. 





SHOWS HOW TO REPAIR RADIATOR LEAK. 


o 

In repairing a leak in the core of a honeycomb rad- 
iator, locate the cell that is punctured, then with a cell 
scraper prepare the metal around the puncture, so you 
feel sure it will solder. Apply Ruby soldering fluid 
with a small cloth attached to wire; warm the cell 
with a torch, using care not to heat too hot and melt 
solder on edges. Slip a piece of wire solder into cell 
from back side, then slip a real hot cell iron in from 
the other end and smooth the solder out over punc- 
ture. 

If there is any obstruction in cell so you cannot 
get cell iron through, it will be necessary to solder 
cross cell to up and down cell, above and below. Then 
puncture inside cell again, so it will drain, then plug up 

A 


be 
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Method of Repairing Leak in the Core of a Honeycomb 
Radiator. 


both ends with solder, by first slipping a small square 
cork into cell and filling end with solder. By making 
this plug deep and applying a little black paint it will 
not show. If there are several cells multilated, your 
quickest process is to cut out the cells like hole to left 
in illustration. Tie up by soldering at points “A” 
where up and down cell meet cross cell, which are only 
soldered at ends. Then cut two pieces of brass and 
fit in front and back; solder in about % to % of an 
ich and build in with false work, then paint. This 
forms a tank as it were, still it makes a quick and good 
repair, giving the full capacity of cells above and be- 
low. 

his process can be applied at any point on radiator 
'! at top or bottom it only forms an extension of upper 
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or lower tank, and if you are careful with your build- 


ing in, only close scrutiny could detect the work. 
I*, L. CURFMAN. 
Maryville, Missouri, February 19, 1918. 
ISSUES ADVERTISING BOOKLET TO HELP 
SHEET METAL WORKERS. 


A very instructive booklet called, “For Your Own 
Advertising,” has just been issued by the American 
Sheet and Tin Plate Company. It is intended for the 
purpose of offering advertising assistance to tinsmiths, 
metal workers, shop owners, contractors, roofers, 
hardware and supply concerns, and others in the sheet 
metal field. Every page contains a sound advertising 
proverb, such as “Increased Advertising Means In- 
creased Prosperity,” “The Man Who Gets the Busi- 
ness Is the Man Whose Products Are the best 
Known,” and other similar ones. One section of the 
booklet is devoted to “Who Should Advertise, and 
llow,” another to “Display Advertisements and Ad- 
vertising Matter,” and one to “How to Order Elec- 
trotypes.”’ 

The Company announces that it is ready to offer 
without charge to those people in the sheet metal busi 
ness who wish to advertise, valuable advertising mate- 
rial in the form of electrotypes which it is using in 
scores of publications throughout the country. The 
hooklet contains handsome illustrations of these elec- 
tros, and tells how to get them. Incidentally, it might 
be mentioned that the Keystone Copper Steel Sheet 
and Tin Mill Products, which the American Sheet and 
Tin Plate Company manufactures, have this year met 
with marked success, the production figures far out- 
numbering those of other years. Sheet metal men 
should take advantage of this fact and of the adver 
lising assistance which is offered. The booklet, “lor 
Your Own Advertising,” may be had by addressing 
the American Sheet and Tin Plate Company, General 
Offices, Frick Building, Pittsburgh, lennsylvania; 
District Sales Offices: 
Ohio: Denver, Colorado; Detroit, Michigan; New 


Chicago, Illinois; Cincinnati, 
Orleans, Louisiana; New York City; Vhiladelphia, 
Pennsylvania; Pittsburgh, Pennsylvania; and St. 
Louis, Missouri. 


“*- 


REGISTERS A TRADEMARK. 


Under serial number 105,885, United States regis 
tration has been granted to The Berger Manufacturing 


105,885 Company, Canton, Ohio, for 









the trademark shown in the 
accompanying illustration 
The Company claims use since 
June 5, 1917, and the claim 
was filed August 27, 1917. The 
BERGER particular description of 
metal lumber, steel ceiling, corrugated cores and metal 
lath. 


goods is sidewalk forms, 


“*- 

“When you attempt to throw dirt in the other fel 

low’s eyes, be sure that the wind is in the right direc 
tion, lest it blow black and blind you instead.” 


NOTES AND QUERIES. 


Taiking Machines. 
From C. G. Schlegel, Kenesaw, Nebraska. 


Kindly give me names of firms making talking ma-~ 


chines. 

Ans.—Columbia Graphophone Company, 233 

sroadway, New York City; Thomas A. Edison, Or- 
ange, New Jersey; Pathe Freres Phono Company, 29 
West 38th St., New York City; Sonora Phonograph 
Corporation, 50 Broadway, New York City; Victor 
Talking Machine Company, Camden, New Jersey. 

Small Glass Bulbs. 
From J. A. Cook, Racine, Wisconsin. 

Please give me names of glass factories where small 
glass bulbs of specified shapes can be made. 

Ans.—Holophane Glass Works, Newark, New Jer- 
sey; Libbey Glass Company, Toledo, Ohio; Wagner 
Glass Works, 697 East 132nd, New York City. 

Talking Machine Parts and Supplies. 
From C. G. Schlegel, Kenesaw, Nebraska. 

Kindly give me names of concerns making talking 
machine parts and supplies. 

Ans.—Dewes Company, 199 Lafayette Street, New 
York City; Standard Graphophone Appliance Com- 
pany, 237 Lafayette Street, New York City; Thomas 
Manufacturing Company, Dayton, Ohio. 

Federal Washing Machine. 
From Clarksville Hardware Company, Clarksville, Lowa. 

Will you please tell us where the Federal Washing 
Machine is made? 

Ans.—Federal Electric Company, 640 West Lake 
Street, Chicago, Illinois. 

Four Burner Oil Stove. 
From J. T. Soenksen, Bennett, Lowa. 
Can you tell me who makes a four burner oil stove 


with two burners in front and two in back like a gas 

stove? 

Ans.—National Stove Company, Division American 

Stove Company, Lorain, Ohio. 

Box Strapping. 

From Hunter Hardware Company, Rockford, Illinois. 
Kindly tell us where we can buy box strapping. 
Ans.—Acme Steel Goods Company, 2834 Archer 

Avenue, Chicago; American Steel & Wire Company, 

208 South La Salle Street, Chicago; J. A. Roebling’s 

Sons Company, 165 West Lake Street, Chicago; 

De Haven Manufacturing Company, 621 Fulton 


Street, Chicago. 
Aluminum Wire. 
From Maxwell Implement Company, LaCrosse, Indiana. 
Can you please advise where we can purchase alum- 


inum wire? 

Ans.—American Steel & Wire Company, 208 South 
La Salle Street, Chicago; Michigan Wire Cloth Com- 
pany, 500 Howard, Detroit, Michigan; Standard Un- 
derground Cable Company, Pittsburgh, Pennsylvania. 


Stock Cuts of Articles Sold By Hardware Trade. 
From J. T. Soenksen, Bennett, Iowa. 
I would like to know where I can obtain stock cuts 


of articles sold by hardware trade. 

Ans.—I. H. Yewdale and Sons, Milwaukee, Wis- 
consin; and Hawtin Engraving Company, 19 South 
Fifth Avenue, Chicago. 


Model Warm Air Heater. 


From R. J. Schwab and Sons Company, Milwaukee, Wis- 
consin. 


Please advise who makes the Model Warm Air 
Heater. 
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Ans.—Roberts, Winner and Company, Quakertown, 
Pennsylvania, and the Barstow Stove Company, Prov- 
idence, Rhode Island, both make a Model Warm Air 


Heater. 
Wire Strainers for Conductor Pipes. 
From Merchant & Evans Company, Kansas City, Missouri. 
We desire to know who makes wire strainers for 


conductor pipes both galvanized wire and copper wire. 

Ans.—Friedley-Voshardt Company, 733 South Hal- 
sted Street, Chicago; Milwaukee Corrugating Com- 
pany, Milwaukee, Wisconsin; F. J. Meyers Manufac- 
turing Company, Hamilton, Ohio; and Whitaker- 
Glessner Company, 2547 Arthington Street, Chicago, 


and Wheeling, West Virginia. 
Ford Radiator Tubing. 
From Roscoe Allison, Connersville, Indiana. 
Please tell me who manufactures Ford radiator tub- 


ing. 

Ans.—Attwood Brass Works, Grand Rapids, Mich- 
igan; F. L. Curfman Manufacturing Company, Mary- 
ville, Missouri; and the Monticello Auto Radiator 


Company, 1167 West 18th Street, Chicago. 
Ash Sifters. 
From S. D. Helm Manufacturing Company, Crawfordsville, 
Indiana. 
Can: you tell us who manufactures ash sifters? 


Ans.—Aurora Steel Products Company, Aurora, 
Illinois; George Diener Manufacturing Company, 400 
Monticello Avenue, Chicago, Illinois; F. J. Meyers 
Manufacturing Company, Hamilton, Ohio; Rochester 
Can Company, Rochester, New York City. 

Cleaning Soldering Coppers. 
From Ed J. Krabbe, 1168 Eighth Street, Milwaukee, Wis- 
consin. 

Can you please give me a recipe for cleaning 
soldering coppers ? 

Ans.—The modern method of cleaning soldering 
irons is to quickly dip them, while hot, into a cleaning 
liquid, which often is composed of just water and sal 
ammoniac. It has, however, been found that the coppers 
“smoke” excessively with this liquid so some work- 
men use water and boiled acid to the proportion of say 
one of acid to five of water ; the objection to this liquid 
is that it soon eats small holes in the coppers, but it is 
to be remembered that eventually happens no matter 


what solution is used. 
Oll Heaters. 
From Pansch Brothers, Bridge & Ontario Streets, Racine. 
Wisconsin. 
Will you kindly give us the names of several con- 


cerns manufacturing oil heaters? 

Ans.—Dangler Stove Company, Cleveland, Ohio; 
New Process Stove Company, Cleveland, Ohio; Rin- 
gen Stove Company, 825 Chouteau Avenue, St. Louis, 
Missouri, all Divisions of American Stove Company; 


Detroit Vapor Stove Company, Detroit, Michigan. 


Address of Gilchrist Manufacturing Company. 
From Orgill Brothers & Company, Memphis, Tennessee. | 
Kindly give us the address of Gilchrist Manuiac- 


turing Company. 
Ans.—Their address is 236 Bank Street, Newark, 


New Jersey. 
—____—_____—¢-.@-9—____ 


ITEMS. 


The wholesale sheet metal firm of Loehr and Fland- 
ers at Walla Walla, Washington, has been dissolved, 
Mr. Loehr continuing the business at the same loca- 
tion and Mr. J. H. Flanders going into business in 
Spokane, Washington. 
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1,255,158. Combination Square and Bevel. Holger J. J. 
Gronager, Bridgeport, Conn., assignor of one-half to Erick 
Claeson, Bridgepert, Conn. Filed June 3, 1916. 

1,255,179. Combination Tool. John Klamer, Stevens 
Point, Wis., assignor of one-third to A. N. Sprafka, Stevens 
Point, Wis. Filed May 10, 1917. 

1,255,219. Stovepipe-Hanger. Carl A. Pedersen, Wilson, 
Ark. Filed Feb. 21, 1917. 

1,255,237. Reshaped Sheet-Metal Utensil and Method of 
Making the Same. Henri A. Sevigne, Winthrop, Mass. Filed 
Dec. 15, 1916. 


Saat 


1,255,255. Fishing-Tackle. James W. Whalen, Richmond, 


. Ind., assignor of one-half to William Estel Merryman, Rich- 


mond, Ind. Filed June 25, 1917. 
1,255,269. Fishing-Rod. Frank W. Zinkiewiez, Worces- 
ter, Mass. Filed May 10, 1916. 

1,255,291. Adjustable Hinge. Allen Smith Chalfant, 
Somerset, Ohio. Filed Apr. 18, 1917. 

_ 1,255,295. Stove. Charles F. Cook, Houston, Tex., as- 
TTT of one-half to J. E. Walton, Houston, Tex. Filed Jan. 

, 1917. 

_ 1,255,303. Fly-Swatter. Hans P. Fogh, Seattle, Wash. 
Filed Apr. 18, 1916. 

1,255,337. Rake. Herman A. Quade and Alfred C 
Quade, Milwaukee, Wis. Filed May 7, 1917. 
_ _ 1,255,343. Washing-Machine. Joseph Anthony Schlehr, 
Chicago, Ill. Filed Oct. 30, 1916. 
_ 1,255,379. Vegetable-Grater. Isaac Bertin, New York, N. 
Y. Filed Sept. 26, 1917. 

_ 1,255,392. Barrel. William L. Crowe, Bethel, Conn., 
assignor of one-half to Charles E. Griffing and one-half to 
Andrew N. Griffing, Danbury, Conn. Filed Sept. 30, 1916. 

1,255,408. Door-Holder. John F. Golding, Washington, 
D.C. Filed May 29, 1915. 

1,255,428. Agriculture Implement. Richard William Ken- 
nedy, Los Angeles, Cal. Filed June 16, 1917. 

1,255,429. Combination Square and Protractor. Oral 
Lewis Killion, Fairfield, Iowa. Filed Mar. 10, 1916. 

0 1,255,472. Window-Curtain Holder. Thomas B. Scribner, 

tland, Cal. Filed Mar. 8, 1917. 
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1,255,485. Insect-Trap. Martin Stoffel, Ingleside, Ill. 
Filed June 27, 1917. 

1,255,516. Fish-Hook Guard. Burt C. Daller, Detroit, 
Mich. Filed Feb. 16, 1917. 

1,255,545. Gate-Latch. David D. Martz, Perkins, Okla. 
Filed Apr. 6, 1917. 

1,255,546. Tool. John C. Maxson and William 
Walker, Corning, Kans. Filed Feb. 28, 1916. 

1,255,548. Window-Sash Fastener. Charles V. Monson, 
Duluth, Minn. Filed May 21, 1917. 

1,255,583. Lock. Hans Anton Christensen and Hans 
Christian Marius Andreasen, Cliffside, N. J. Filed Apr. 18, 
1917. 

1,255,620. Metal-Working Tool. red P 
Springfield, Vt. Filed Mar. 28, 1917. 

1,255,656. Razor-Sharpener. James B. Steedman, Louis- 
ville, Ky., assignor of one-third to John C. Cox and one-third 
to Louis Summers, Louisville, Ky. Ililed Mar. 16, 1916 

1,255,661. Pulley. John Stewart, Aurora, IIL, assignor to 
Stephens Adamson Mnfg. Co. Filed Jan. 20, 1912. Renewed 
Nov. 12, 1917. 

1,255,691. Sash-Balance. Chauncey A. Bates, White 
Plains, N. Y. Filed July 1, 1916. 

1,255,692. Roofing-Bracket. Daniel B 
Ill. Filed Sept. 30, 1916. 

1,255,701. Milk-Strainer. Frank Brown, Roaring Springs, 
Pa. Filed Aug. 21, 1917. 

1,255,709. Automatic Damper. William Vernal Coate, 
Celina, Ohio. Filed Mar. 9, 1917. 

1,255,742. Self-Cleaning Rake. Mary J. Hamburger, 
Jayport, N. Y. Filed Sept. 7, 1917. 

1,255,760. Knife-Sharpener. William B. Kirlin, San 
Senito, Tex. Filed Dec. 5, 1916. 

1,255,791. Can or Jar Lifter. William Stephen Rawlings, 
Marshall, Ind. Filed Sept. 10, 1917. 

1,255,798. Animal-Trap. John P. Schuckman, Wichita, 
Kans. Filed May 10, 1917. 

1,255,804. Dish-Cleaner and Mop. Carroline Shipherd, 
Omaha, Nebr. Filed Mar. 31, 1917. 


Lovejoy, 


Bearden, Pekin, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








INCREASED OPERATING CAPACITY 
IMPROVES STEEL OUTLOOK. 


A hopeful aspect of the steel situation is disclosed 
in the fact that open-hearth operations in the Pitts- 
burgh and Valley districts have been 81 per cent this 
week. Blast furnace operations show the greatest in- 
crease having gained 11 per cent in capacity. By-prod 
uct coke plants have been operated at gi cents. Im- 
provement has not come to mills uniformly, for in 
Eastern Pennsylvania operations dropped last week to 
a 10 per cent basis and since then fuel supplies have 
not been appreciably augmented. Unfilled orders are 
being held on mill books to a very large volume by the 
constant accretions of war tonnage. The trade is hope- 
ful that the authorities at Washington will not put any 
obstacles in the way of incentives to maximum produc- 
tion by any radical and unfavorable changes in price- 
It is the general opinion that a three-months 
sufficiently 


fixing. 
period of price-fixing does not afford 
wide margin in which to turn around. 

Steel makers are objecting to the introduction of a 
revision clause in sales for a specific object, which 
should be determined without any speculative benefit 
to the buyers. Of much significance to the trade is 
the President's proclamation of the extension of abso- 
lute Government control to our foreign commerce. 
Some observers declare that the Administration’s de- 
cision in the matter is one of the most important steps 
yet taken by the Washington authorities in the prose- 
cution of the war. Some are pessimistic regarding the 
ultimate effect upon the steel industry of this action. 
Others are more optimistic. It is said that steel ex- 
porters will not be so unfavorably influenced by the 
Government’s control as some other branches of com- 
merce, for the reason that iron and steel products and 
machinery are necessary to the progress and existence 
of the non-producing countries. Indeed, it is not at all 
unlikely, that eventually the ships which bring us such 
essential materials as manganese ore, sodium nitrate 
and low phosphorus ore will carry back cargoes of steel 
and machinery. 

Of course, it is not expected that this desirable bal- 
ancing of export and import can be achieved in the 
immediate future. 

STEEL. 

In the Chicago market practically nothing is now 
being booked by steel bar producers for any buyer 
other than the Government or manufacturers engaged 
in government work who get their supply of raw ma- 


terial by reason of preferential orders. Shipments 


from mills are affected by the same condition. Little 
tonnage is being placed for shell steel and material for 
gun carriages because most of the buying for these 
purposes was done several weeks ago. 


It is said that 





present allotments by the Government are mostly for 


ship-building purposes, consisting mainly of plates and 
shapes with a comparatively small tonnage of bars. 
Until it is able to determine with some degree of ac- 
curacy how much tonnage will be available for second 
quarter, the leading independent in Chicago is out of 
the market and will not resume selling under preseni 
conditions. Hard steel bars rerolled from rails are quiet 
with mills operating at about half time. Comparatively 
small tonnages of rerolled rails are entering the market 
and some mills are short of this material In the Pitts- 
burgh district, demand for steel bars is not heavy. 
Some makers are taking orders subject to shipment at 
their convenience. While operations of mills have 
been greatly curtailed on account of the railroad situa 
tion and the shortage of steel, noticeable improvement 
in these respects has taken place during the past week. 


COPPER. 

Little news of interest has developed in the copper 
market during the week. The supply of metal seems 
to be ample for all purposes, as no complaints from 
consumers are heard. 
as far ahead as May 30th, the present fixed price being 
The complete figures of 


Producers are booking business 


subject to revision June Ist. 
the exports of copper during 1917, which have just 
been made available, give an impressive showing, indi- 
cating an increase over 1916 of 341,292,760 pounds and 
an increase of $125,000,000 in valuation. All consum- 
ers seem to be getting all the metal they require from 
their regular sources of supply, and, therefore, do noi 
find it necessary to inquiry outside of their regular 
channels. The requirements of our own Government 
are known to be steadily increasing, as a large amount 
of copper is needed to put the Army and Navy on a 
war basis. Big shell orders have been placed right 
along which consume a large tonnage of copper. It is 
estimated that the present output of the refineries is 
being absorbed by the combined domestic and foreign 
demand. 


TIN. 

During the last week, no change of any importance 
took place in the tin situation. Spot tin is scarcer than 
ever and sellers are utterly unable to satisfy the recent 
inquiry which has been in the market. In spite of all 
the difficulties attending the getting of a supply of tin 
from abroad during the past year, the figures show that 
we received about as much as the year before. [n 
spite of high prices, the consumption has been very 
large, thus proving that tin has no substitute and where 
the metal is required, the price is not what counts. 
There are no indications of any relief from high prices 
and all the tin which can come forward during the wat 
will be urgently needed. 
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LEAD. 


From the Orient comes a demand for lead the first 
time in many months. This is a development which 
causes considerable interest. While it is not known 
definitely how much business has been done recently, 
inquiries and bids have been submitted by several 
exporting concerns. Some sales are said to have taken 
place at around 74 cents, f. o. b. Pacific ports. In the 
Chicago market, the price of sheet lead has been in- 
creased 25 cents per hundred pounds, the new prices 
being as follows: Full coils, per hundred pounds, 
$9.75 and cut coils, $10.00. 


—— + - 


SOLDER. 

Solder prices in the Chicago market have been ad- 
vanced, the following being the new quotations: XXX 
Guaranteed, 4% & 2, 48% cents; Commercial, 4% « 4, 
45 cents; Number 1 Plumbers’, 41% cents. 


SPELTER. 

The feature of the spelter market is the announce- 
ment which was made in Washington last week of 2 
price agreement between manufacturers of zinc sheets 
and Grade A spelter which had been ratified by the 
President. Under this agreement, Grade A spelter is 
fixed at 12c, zinc plates at 14c and zinc sheets at 15c, 
subject to revision June 1. The spelter price is f. 0. b. 
East St. Louis and the plates and sheets f. o. lb. plants, 
with the usual extras and discounts. Uniike other 
industries affected by fixed price agreements, the sheet 
zinc trade has not been in the custom of making long 
time contracts, selling only for nearby delivery, to com- 
mercial customers, so that it will be only a short time 
until all the higher priced business in zinc plates and 
sheets will be cleaned up. To the Government sales 
have been made for longer periods at the former price 
to the Government of 16c, which will remain unchanged 
during the life of the contracts. There has been almost 
a scarcity of Grade A spelter, despite the plethora of 
prime western, owing to large government require 
ments and the new price marks a_ reduction of 
1% cents from the former quotations of 13.50c. 
The market for prime western spelter is dull and prices 
are unchanged, at about 7.75c, St. Louis, for prompt 
February, March and April shipment. In the Chicago 
market, spelter in slabs has been advanced '4 cent a 
pound, the new quotation being 8'% cenis. 


TIN PLATE. 


Some relief has already resulted from the order 
issued by Railroad Director-General McAdoo giving 
priority shipments to tin plate to be manufactured into 
cans for perishable food products. Shipments are being 
made from stocks in warehouses whose capacities have 
almost become exhausted, a situation which threatened 
again to curtail operations of tin mills. Pig tin is 
scarce but makers in the Youngstown, Ohio, district 
declare that they are fairly well stocked. During Jan- 
Wary tin plate mills operated at only 51.4 per cent of 
capacity and this condition is reflected in the present 
month in the jobbing trade where great difficulty is 
being found in meeting the needs of old customers. 
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SHEETS. 
An interesting transaction of war business is the 
allocation of 13,000 tons of heavy sheets for subma- 
rine chasers. Practically all of these sheets are to be 


of Number 8 gauge. Middlemen are finding it difficult 
to get quotations from the mills except for war busi- 
ness and for requirements of the implement trade. 
The leading interest in the Pittsburgh district has 
opened its books for second quarter business on gal- 
vanized sheets. The prices to obtain on deliveries of 
these orders are subject to determination by the Gov- 
ernment. Books of producers were also open for first 
half on black and blue annealed sheets at the same time 
that they were open for the first quarter for galvanized 
sheets. 
OLD METALS. 

Trading in the Chicago market during the week was 
light. Better railroad conditions and resumption of 
six-day operation have already brought about some- 
what better demand and slightly larger offerings. A 
shortage of scrap is likely to manifest itself for some- 
time to come and dealers find it difficult to obtain as 
much material as they desire. Wholesale dealers’ quo 
tations in the Chicago district, which may be considered 
nominal, are as follows: Old steel axles, $42.42; old 
iron axles, $45.00 to $46.00; steel springs, $34.00 to 
$36.00; Number 1 wrought iron, $31.25; Number | 
cast iron, $25.50 to $26.50, all net tons. Prices for 
non-ferrous metals are as follows, per pound; Light 
copper, 19 cents; light brass, 1114 cents; lead, 5% 
cents; zinc, 544 cents; cast aluminum, 22% cents. 


PIG IRON. 

In the Chicago market inquiry for pig iron continues 
active and the leading producer is taking contracts 
steadily for last half delivery. With one producer 
able to supply only about half its usual tonnage for 
1918, some melters are seeking to place their require 
ments elsewhere and it has become necessary to limit 
sales in order to spread the tonnage as far as 
possible among the regular customers. Melters 
who have not bought steadily from furnaces in 
this district find themselves practically unable to place 
their requirements. One interest has allotted all its 
last half production at the rate of about 50 per cent 
its usual sales to various users. Southern furnaces 
are not taking as large tonnages as usual and the 
effect of this is to throw a heavier burden on Chicago 
furnaces. The leading seller is booking tonnage on 
a basis of purchases for delivery during last half of 
1917 and first half of 1918. Melters seeking to obtain 
more pig iron than is represented in their past pur 
chases find themselves faced by this condition. This 
indicates there will be a shortage of iron for last hali 
use unless southern furnaces are able to supply more 
than they seem willing now to contract. [ven the 
most vigorous selling by southern makers may not 
avoid a severe stringency. An usually heavy inquiry 
for malleable iron is being put out and it seems likely 
there may be a greater shortage in this grade than 
others. One of the largest southern producers con 
tinues to sell tonnage for last half in the north without 


the cancellation provision. 
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Current Hardware and Metal Prices. 
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publication containing Western Hardware and Metal prices corrected weekly. 
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TIN PLATES. 
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HETALS. | American Pig........: cecean $7 50 
| Bar Lémesenveeeces ebeeannned « 8 00 
sc | Stet. 
Pull coils........ 100lbs. £9 7: 
PIG IRON. Cut coile........ Ber 100 Ibs. { (x 
ey ee $33 00 
= 3 ee 
o. Misvcnbenceseeaseneses Nomina 
Lake Su y. a 37 50 ebapiecessadeies 
Mellesble..-..2.« eas 33 50 oe 


Carpenters’. 
Coopers’. 


Ratlroaé. 


Caps, Percassion—~per 1,000, 


BLUE ANNE . 

ALED SHEETS. Black Fowds ' 
PO ger 1609s. $5 45| ~ anetium aetes.......... . 132% 
Tm Etbeccce «+ee++-per 100lbs. 5 50; Loaded with Smokeless Powder, 
a i eccccccccccs = 3 6s — weaned caaeineeenen 

Oo BGe.ccccccccece per Winch 
8 teolone Repeater Grade..... 32 

ONE PASS COLD ROLLED BLACK Smokeless Leader Grade meet 
Me. 10-28.......... per 100 Ibs. $6 25| Black Powder...........++++. 32% 
Be. 23-4... .ccccee per 100 lbs. 6 30/0.M.C. 
i iecensseweawe per 100 lbs. 6 35 Nitro Club. 32 
No. 27. cleanin cecal per 100 Ibs. 6 40 Asrow eeeeeeeeeeeeeeeeee 
No. 28......-...--.per W00lbe. 645) Now Clab...........sscccee e032 


LEAD, 


a 
} 


ADZES. 
Pimms. ccccccccccccccccccccd SM 


cgneinanebereeener 


Pimms. occ ccccccccccccccce tO 


AMMUNITION. 


P. L., Wai + 1-108......32 
Lage : 








GALVANIZED Gun Wads—per 1000 
No. 16........++.-per 100 Iba. $ 6 95 ame eee —— —~Speemt : + 
-10 gauge........ 
No. 18-20..........per 1001bs. 7 10 i... 1 63 
No. 22-26..........per1001bs. 7 25|p Each 
No. 26........+++--per 100i bs. 7 40 DuPont's Sporting, kegs areca 11 25 
No. 27........++---per1001be. 7 50 - a i: : i 
No. 28............-per 100lbe. 7 70 DuPont's Canisters, —: 5 
Wes BB. ccccdcccces -per 100lbs. 8 20 zl = sibs. = 
- Smokeless 4 2 
. ~ — 
POLISHED SHEET STEEL. on pi ae 11 25 
Ge BO cccastcacse per 1001 be. $9 80 sad ri -kegs... 5 75 
PA ccncdeusens per 100lbs. 9 85 “a . canisters 1 00 
re per 1001bs. 9 90). o>. Geena, Extra Sporting ~— 
WI BB ccceccccese per 1001lbe. 10 00 L.@R. . Orange, Extra Sporting sil 
SMOOTH SHEET STEEL. ([L.&R. Orange, Extra Sporting 
Vena ioale ath deena eet 2 85 
Per 100%s.| 5 wt Oreare, Butea Sosti 
Wood's Smooth No. 20........ $9 25 —— le 
* 2 No 22-24...... 9 O)1 ep. Orange, Extra Sporting 
od 8 No 25-26 ...... 9 35 4-Ib. canisters ......... 32 
e aa *) - . 9 40/L. &R. Orange, Siaestnasiinn 
‘ “ ae 9 50 -lb. canisters......... 22 
Hercules ‘‘E. C.” and “‘Infallible’’ 
ee 43 50 
PATENT PLANISHED SHEET #/Hercules“'E.C.,"* kegs........ 22 0c 
IRON. Hercules “E. C.,"" $-kegs....... 11 25 
Patent Planished Sheet Iron, ee a Se 
.t i ears 1 75 ms ore ee eee eee eee eee 
100 Ibs. He. 8 an Weveuies “Infallible,’" 10 can 
Dist ah eekae ee Gs-e~ 9 00 
Hercules “‘E.C.,"" }-kegs....... 57 
SOLDER. 
Hercules “E.C." and “ pe 
XXX Guaranteed § & 4..per 1b. 48) “heim t 
Commercial § & 4....... Hercules =. A. fle, 
No. 1 Plumbers... .....  " 4h ca a San 1 25 
Hercules Lightning Rifle, 128 
SPELTER ; Hercules yee ‘Rifie, 
fla BlaDS. ccccccccccccccccccccce S| $§CAMMMLOTB.. .. rere eees 1 25 
Sesudien Unique Rifle, canisters 1 50 
Hercules Bullseye wnnnenines 
SHEET ZINC. canisters. ee ee ee eeeeeeene 1 00 
Cash lote........ ree ANVILS, 
Trenton, 70 to 80 lbs......9%c Ib. 
Less than Cask lots. .§22 50 to $25 00 | 7 on 81 to 150 lbs... BS ot 
COPPER. _ ASBESTOS. 
Copper sheet, base .....2+..00+-314C. ~~ ev". -oieon ee 


AUGERS. 
Boring Machine.........--++00+- 60% | Carpet. Per doz. 
Irwin's icateuiabios seeveuetus Nets No. 17 Tinned ing Wire...$ 1 16 
Carpenter's Nul.......--2+++ 50&10%, No. 18 Spring Wire coppered. 1 40 
et) ere 10 
Hollow. Ege. Per doz 
Bonney’s........++- per doz. $30 00 No. 50i imp. Dover dietnecaiaag Se 110 
06 No. 102 1 35 
Stearns, No. 3...... 60 00 No 150 © pea .> 
No 14 Heavy hotel tinned... 2 10 
No. - 330 
Post Hole. No i3 pes va > - 360 
Digwell, 8-inch..... . per doz. $12 50 No. 18 “ = pe - 450 
Iwan’s Post Hole and Vell. . Nets. 
Vaughan’s, 4 to9-in.. .per doz. 10 25 
BELLOWS. 
Ship. sd oink be oueae ts 40% 
Ford's, with or without screw.. 15% | Hand. 
Snell's “ 15% 8 9 10 12 
Per doz. .$8 00 900 1000 1275 
AWLS. Moulders’. 
Brad. 12-inch..... ideetaws Per doz. 15 00 
No. 3 Handled....... per doz. $0 50 
No. 1050 Handled... . - 
Shouldered, assorted 1 to 4, BELLS. 
PEL per gro. 4 00 | Call. 
Patent asst’d, 1 to4.. ‘ 85 3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 
Harness. . ss ai 
eee “ 1 95 ig SUE. ccncnccsccoeesss AOE 
cee Seederheeeiea a 1 00 EE 6 sc Wavagreseiaeenss 35% 
Door. Per doz 
Peg s = Departure Automatic... $7 50 
Shouldered......... i = 1 60 ovary. 
. 3 -in. Old Copper Bell....... 5 00 
| Se 75 3 -in. Old C r Bell, fancy 7 0 
3 -in. Nickel Steel Bell. 5 50 
Scratch. 34-in. Nickeled Steel Bell. 6 00 
No. 1 handled....... doz. 65 
No. Is socket han'id. meee 1 35 oo Belle, polshed — 
No. 7 Stanley........ 195) White Metal....-........... 15% 
es s'5 5.46 tddaaidne'e 10 
RR idle mne wduidipeinnden wales 15 
AXES. PE GUN ncncetensccesses 10% 
Boy's Handled. Miscellaneous. 
Niagara......sseeee§ ‘2 9 25 | Church and School, steel alloys. . .30% 


Broad. 
Plumbs, 3 saree List 
oS ea $53 00 
pa Firemen’s ( ). 
sosn0nsent doz.$19 0C 
Single Bitted (handled). 
Warren Silver Steel.......... 15 50 
Warren Blue Finished........ 15 
Matchless Red Pole......... 14 00 
Single Bitted (without handles) 
Warren Silver Steel......... 50 
Warren Blue Finished....... 12 50 
Matchless Red Pole......... 11 50 


Double Bitted (without handles). 

bes say s Natl. Blue, 3$ to 44 

bide eccats naan per doz. 17 50 
The above prices on axes of 3.to 4 Ibs. 
are the base prices. 
34 to 44 Ibs. advance 25c. 
5 Ibs. advance 50c. 

44 to 54 Ibs. advance 75c. 


BAGS, es NAIL. 


Pounds..... 16 


20 25 
Per 1,000. . “$8 00 6 50 7 50 


9 00} 


BALANCES, SPRING. 


BARS, CROW. 
Pinch or Wedge Point, per owt... $8 00 


Galvanized Steel. 4 bu. 
$8 00 $1150 


lbu. 1} bu 
15 00 


BEATERS. 











Farm, lbs. . 50 75 100 
ie ceeded "$2" $s 300 400 5 50 
BEVELS, TEE 

Stanley's, rosewood handle, new 
nh iss ceenetiaweeneen eee xis Nets 
| Stanley's iron handie............ Nets 
BINDING, OILCLOTH. 
EERE 60 
ea ere 40&10 
Brass, plated... .......ccccces 60&10% 
BITS. 
Auger. 
Jenning’ @ PAGO. cc cc ccccccss 50 
Ford’s Car and Machine....... iS 
= ord’s Ship. .......0.eeeeeeee: = 
| Irwin... ....--peeeeeeee erent A 
Russell soning _ Dare 6 aie aac iaaial 30 
| Clark's a -50&5 
| Steer’s Smali ‘ist, $2 00. = 
oe am e ct oes lo 
| Irwin Car... eo pao 35&10% 
| Ford's “Ship Auger pattern 
GE c.dcdsesdswebiesdvenee™ 15% 
(Center i ecweeeeekeseeegueseueese 10% 
Countersink. 
No. 8 Wheeler's... . .per doz. $1 80 
| No. 2 = 2 40 
American Snailhead.. oe : » 
a i . 1 20 
Mahew . eis +2222 “ 1 50 
Dowell. 
| Russell Jennings........++++++* 30% 
| Gimlet 
Standard Double Cut........-. 
German Pattern. .... per doz . $0 a8 
Penn cccccccesee os = 
GOURD, ccc ccccscecoe 
PSTN - 15% 
Countersink......... 3 1 30 
Reamer. o” 
enning’s Square..... 0 
tan: Square..... — 2 4 
American na 1 
Sevew Driver. 
No. 7 Common...... . ; 4 
No. 1 Triumph.....- “ 





































































































